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A SUBSTANTIAL DIVIDEND HAS BEEN DECLARED FOR THE YEAR 1934 


Financial Condition as reported to the New York 


State Insurance Department. 


ASSETS 


Real Estate Owned $ 130,000.00 


Home Office Building. 





First Mortgage Loans 25,650.00 


On Improved City Properties. 





Loans to Policyholders. 260,649.86 


This is the amount borrowed by policyholders 
and secured by the reserves on their individual 
policies. 





Bonds 985,192.06 





U. S. Government, Municipal, Utility, Railroad, 
etc. 


Cash in Bank and Office 47,828.23 





10,095.58 





Interest Accrued 
On Mortgage Loans, Bonds and Bank Deposits. 


Net Premiums Deferred or in the Course of 
Collection 


These premiums were due or deferred but not 
received at the home office on December 31st. 
Part of this amount was in the hands of our 
collectors and collection offices. Some policy- 
holders take advantage of the grace period al- 
lowed for the payment of premiums. 


222,964.85 





Total $1,682,380.58 





LESS— 
Not Admitted Assets 


Credit due agents and policyholder liens not 
protected by reserves. 


25,791.15 





Total Admitted Assets $1,656,589.43 





HOME OFFICE: 
BUFFALO, N. Y. 


LIABILITIES 


Policy Reserves $1,367,358.00 
This is the amount which, taken together with 

interest and future premium payments, will pay 

all policy claims as they mature according to the 

American Experience Table of Mortality and 

314% interest. 


Policy Claims 
Just claims are paid as promptly as proofs are 
received. This item, at the end of the year, 
represents policies in connection with which we 
have been notified of death but have not as yet 
received completed proofs of death. 








Dividends left with the Company to Accumulate 


and interest thereon 120.00 


7,378.63 





Premiums Paid in Advance 
This represents the amount paid by policyholders 
before the actual due date of their premiums. 
Many policyholders take precaution to pay pre- 
miums in advance to avoid possibility of over- 
looking them at the due date. 


Estimated Amount of Taxes to be Paid in 1934... 


Agents’ Commissions, Bills and Account............ 
Accrued—All current bills. 








Contingency Reserve ibe 
This sum is set aside to take care of any undue 
fluctuations in investments, etc. 

Other Liabilities 
Deposits with application for extension of time 
in payment of premiums, items in suspense, un- 
earned interest, etc. 





$1,470,852.09 
185,737.34 








Surplus 
Although every liability is cared for, this amount 
lends additional security to the policyholders. 


To Balance Assets. $1,656,589.43 











$247,036.15 
$128,045.83 


Increase in Assets over 1932 


Increase in Bond Holdings over 1932 











$219,037.70 
$ 50,225.08 


Increase in Policy Reserves over 1932 





Increase in Surplus over 1932 








In the states of New York and Ohio this should appeal to Prospective Agents anxious to get ahead. 
For complete information write in confidence to: E. Parker Waggoner, Supt. of Agents, 452 Delaware Avenue, Buffalo, N. Y. 
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THE TRAVELERS INSURANCE COMPANY 
(Seventieth Annual Statement) 


ASSETS 
United States Government Bonds$105,788,070.00 
Other PublicBonds . . . | 83,298,412.00 
Railroad Bonds and Stocks . 70,068,374.00 
Public Utility Bonds.and Stocks 67,888,874.00 
Other Bondsand Stocks . . 46,811,036.00 
First Mortgage Loans . .  94,167,046.00 
Real Estate <— . .  38,369,683.32 


Loans on Company’s policies . 123,933,754.60 
Cashonhandandin Banks .  15,688,063.52 





Interestaccrued . . 9,998 442.49 
Premiums due and deferred. 24,355,244.56 
AllOther Assets . . . . 569,453.54 

Toms. . . . . « $OR640 





RESERVES AND-ALL OTHER LIABILITIES 


Life Insurance Reserves . $579,307,653.78 
Accident and Health Insurance 

Reserves : “acne 8,741,014.23 
Workmen’s Compensation and 


Liability Insurance Reserves  43,150,501.13 


Reserve for Taxes . : 2,907 ,638.53 
Other Reserves and Liabilities 1,700,329.94 
Special Reserves . . . . 8,840,330.48 


Capital . . $20,000,000.00 
Surplus . .  16,288,985.94 





36,288,985.94 
Toran . . . . . «~ $680,936,454.03 











THE TRAVELERS INDEMNITY COMPANY 
(Twenty-eighth Annual Statement) 


ASSETS 


United States Government Bonds $2,463,667.00 
Other Public Bonds. é 2,070,578.00 
Railroad Bonds and Stocks. 2,510,103.00 
Public Utility Bonds and Stocks —_1,527,002.00 
Other Bondsand Stocks . . 8,509,827.00 
First Mortgage Loans . . . 312,500.00 
Cashonhandandin Banks. 1,509,469.63 
Premiums in Course of Collec- 





tion . “Pane 1,682,732.72 
Interestaccrued . . . 96,005.43 
AllOther Assets . .. . 76.00 
Tomas. sw cl wt eer 





RESERVES AND ALL OTHER LIABILITIES 


Unearned Premium and Claim 
Reserves... . « + §7,646,876.26 


Reserves for Taxes. . . . 332,451.32 
Other Reserves and Liabilities 530,290.19 
Special Reserves . . .. 4,372,568.89 


Capital . . $3,000,000.00 
Surplus . . 4,801,774.12 





7,801,774.12 
Toran. . . . . . $20,681,960.78 











THE TRAVELERS FIRE INSURANCE COMPANY 


(Tenth Annual Statement) 


AssETS 

United States Government Bonds $4,690,549.00 
Other PublicBonds .. . 1,062,419.00 
Railroad Bonds and Stocks. 2,165,488.00 
Public Utility Bonds and Stocks 4,045,845.00 
Other Bondsand Stocks . . 1,772,133.00 
First MortgageLoans . . . 250,000.00 - 
Cashonhandandin Banks. 1,564,498.60 
Premiums in Course of Collec- 

ae “pet eee 1,219,957.88 
Interestaccrued . . . . 129,034.87 
AllOtherAssets . .. . 13,784.75 


WMA oe sl. sw EO 








RESERVES AND ALL OTHER LIABILITIES 
Unearned Premium and Claim 


Reserves . . . . . « $10,774,326.13 
Reservesfor Taxes. . . . 296,360.43 
Other Reserves and Liabilities 68,397.71 
Special Reserves . . . . 1,832,722.26 


Capital . . $2,000,000.00 
Surplus . . 1,941,903.57 





3,941,903.57 
Toran . . . . - ~  $16,913,710.10 





Stocks and bonds not amortized are carried at values furnished by the National Convention of Insurance Commissioners. 


Additional information about The Travelers Companies, including complete lists of securities, for 
is set forth in The Travelers Year Book for 1934. Copies will be supplied upon request. 
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: Thirty-Eighth Year—No. 13 


Debate Proposal 
to Change Blank 


Greater Detail in Statement Form 
Regarding Real Estate Is 
Desirable 


BEFORE COMMISSIONERS 


Better Control Believed Possible 
Through Breaking Down Picture 
Into Smaller Units 


NEW YORK, March 29.—A more 
detailed and revealing picture of life 
companies’ real estate and mortgage po- 
sitions will appear in annual statements 
for 1934 if suggestions now in the air 
are acted upon favorably by the blanks 
committee of the National Convention 
of Insurance Commissioners when it 
meets here April 30-May 2. 

It is estimated that it will be 15 or 
20 years before the companies’ real es- 
tate situation is entirely washed up and 
properties owned get back to the pre- 
depression normal. ‘This doesn’t mean 
that companies will not be getting, on 
the whole, as good a return as the origi- 
nal mortgages called for, nor that they 
will not be able to dispose of their 
foreclosed properties at a profit, as they 
have in the past. 

No Concern Over Situation 


There is no indication that the com- 
panies generally are getting into deep 
water because of their mortgages and 
foreclosures. However, it would be 
very desirable if the statement blank 
were comprehensive and specific enough 
to indicate more exactly what proce- 
dures are being followed, not so much 
thereby to smoke out any unsound 
practices, but to break down the picture 
ito small enough units so that the ex- 
aminer could quickly put his finger on 
any situation which might lend itself 
to unsound tactics. 

His next step would be to delve into 
the company’s own records on the par- 
ticular point involved. Here he would 
find either that the indications in the 
statement were not supported by any 
evidence of unsound practice, or he 
would find that such practices did exist, 
aid the extent to which they were be- 
ing used, 

Easier to Make Checks 


. For example, there is no way of tell- 
ig from the present annual statement 
‘ow much overdue interest and back 
laxes has been taken credit for by sub- 
stituting for the existing mortgage a 
new mortgage covering the overdue 
amount on these two items. However, 
t an examiner found evidence in the 
ainual statement that a considerable 
amount of this was being done, he 
Would check with the company to find 
out whether the valuation on which the 
mortgage was based and the present 
Price level for such property justified 
(CONTINUED ON PAGE 21) 


















M 


Loss of Farm Investment 
Field Regretted by Torrens 





ONE OF BASIC SECURITIES 





Kansas City Life Man Feels Life Com- 
panies Are Losing Out to 
Federal Agencies 





D. T. Torrens of the Kansas City 
Life, whose entire business experience 
has been in the farm mortgage field, 
and who has been left childless, so to 
speak, by the federal activity in the 
farm loan field, expressed regret at this 
circumstance in remarks before the re- 
cent meeting of the Financial Section of 
the American Life Convention in Chi- 
cago. 

“We chased after investment trust 
shares,” he said, “and got our feet wet. 
We built palaces in the cities for the 
farmers and they left the farms. I 
hope the way will open up so that we 
can make a few farm loans in the fu- 
ture. We don’t want to give up our 
basic loans. Let the farmer amortize 
his indebtedness in small payments and 
let us reduce the interest if necessary. 


Only Two Real Investments 


“There are only two real invest- 
ments,” he continued, “farms and gov- 
ernment bonds. When we lent on the 
farm as a home we never got into 
trouble. Our difficulties came when we 
lent to a man, so that he could buy 
out his neighbor’s farm. Today the 
population on the farm is the highest 
it has ever been and it is going to in- 
crease. There will be a demand for 
quick, short term loans.” 

In speaking of the refinancing of 
farm loans by the federal land banks 
and the commissioner, Mr. Torrens 
said these agencies have been fair with 
themselves. It would have been a mis- 
take had the federal land banks made 
bad loans, he said. The life companies 
must buy federal land bank bonds and 
they want those bonds to be good. 

A federal land bank may loan up to 
50 percent of the value of the property 
and then so-called emergency loans may 
be granted by the commissioner for an 
additional 25: percent. Mr. Torrens ex- 
pressed the belief that the commis- 
sioner’s loans were never intended by 
Congress to be paid in full, but he de- 
clared that these loans had to be made 
because of the emergency. 


Daily Premium Income of 


Hartford Offices $1,650,000 


Statistics -have been prepared showing 
that the daily premium income of the 
44 life, fire, and casualty companies 
domiciled in Hartford, was $1,650,000, 
the aggregate for the year being $495,- 
888,353. The average daily payment by 





the companies was $840,000 or an ag- |. 


gregate of $251,721,828. Therefore, the 
excess of income over disbursements 
each day was $810,000. 

The aggregate capital of Hartford 
companies was $109,550,000 and the ag- 
gregate surplus to policyholders $300,- 
014,3%1. 

Total admitted assets of the Hartford 
companies were $2,157,711,479. 
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Moratorium Is Abrogated 
Except in Three States 


OFF IN KANSAS THIS WEEK 





Illinois, Iowa and Michigan Are Still 
Maintaining the Rules Promul- 
gated Last Spring 





With the discontinuance of the pol- 
icy loan and surrender moratorium in 
Kansas March 25, only three states are 
left with such restrictions. They are 
Illinois, Iowa and Michigan. 

The Illinois regulations follow closely 
the pattern drawn up by the National 
Convention of Insurance Commissioners 
at their meeting in Chicago last sum- 
mer. Loans are permitted on evidence 
in writing, of need or to avert hardship. 
Loans are not restricted when they are 
to pay premiums or other obligations to 
the company, nor is there any restric- 
tion on industrial policies nor on cash 
or loan values of any cash premiums 
paid or policy loans repaid since March 
13, 1933. Proceeds on deposit may be 
paid according to custom established 
prior to that date, and where there is a 
withdrawal option not more than $200 
or 5 percent of the sum on deposit may 
be withdrawn in any calendar month. 
Reciprocity with the regulations of 
other states is provided. Death claims, 
matured endowments, annuities, disabil- 
ity payments and installments on sup- 
plementary contracts are specifically ex- 
empted from any restrictions. No divi- 
dends may be paid to stockholders with- 
out advance approval of the superinten- 
dent of insurance, and in the case of 
other-state companies with the prior 
approval as well of their own insurance 
departments. 


Iowa, Michigan Regulation 


The Iowa regulations are essentially 
the same as outlined above, except that 
the limit on withdrawals of proceeds 
on options is $200, no matter what per- 
centage of the total it represents. Also 
non-state companies do not have to 
have the department’s approval of their 
own departments to pay dividends to 
stockholders. The Michigan rules are 
practically the same as noted for IIli- 
nois, except that they are more specific 
as to what may constitute need. No 
stock dividends may be paid by domes- 
tic companies but there is no restriction 
in this respect on out of state com- 
panies. 





Completes 1,000 Weeks of 
Consecutive Production 





A. C. Smith, agent of the New 
York Life at Waterloo, Ia., has a 
remarkable record. He has closed 
1,000 weeks of continuous, con- 
secutive weekly production, being 
over 19 years. He has produced 
from one to six applications each 
week during this time. He is a 
senior Nylic and is in his 22nd 
year with the New York Life. Mr. 
Smith is a hard worker and al- 
ways brings home the bacon. 




















$3.00 Per Year, 15 Cents a Copy 


Boston Congress 
Brilliant Affair 


Galaxy of Speaking Talent, Many 
Notables Drawn to Sales 
Session 


RIEHLE, FORBES SPEAK 


Several Commissioners and Company 
Executives Attend Clinic on 
Effective Methods 


By RALPH E. RICHMAN 


Know many, selling tunes, learn how 
to select the tune the prospect will lis- 
ten to most attentively, and then play 
that tune intelligently and emotionally, 
summarizes what the speakers agreed 
upon at the Boston Sales Congress 
Tuesday. 

T. M. Riehle of the Equitable of New 
York, New York City, said the sales- 
man should funnel his ideas, stick to a 
few fundamental principles in his selling, 
keeping most of what he knows in a 
detached compartment ready to be 
drawn upon when necessary. He de- 
fined a prospect as one who had an eco- 
nomic surplus, no matter what his in- 
come might be. 

Insists on Endless Chain 


The fundamental in prospecting in- 
sisted upon in his agency, Mr. Riehle 
said, was use of the endless chain 
method based upon family connections. 
For every policy sold in the Riehle 
agency there must be filed the family 
list of prospects. These lists will al- 
ways furnish leads when the agent does 
not know where to go. 

Another fundamental requirement for 
his men, Mr. Miehle defined as mental 
and factual equipment to meet the “no” 
which inevitably comes at the beginning 
of the interview. The correct mental 
attitude discounts this at zero, explained 
the speaker, because it is automatic, nor- 
mal and expected. But discounting the 
“no” is only a negative protection which 
must be followed quickly by some ar- 
resting thought or idea. 

Mr. Riehle told how each of his men 
was expected to review just before a 
call 19 comebacks designed to make 
the prospect listen and permit an inter- 
view. The agent should develop skill in 
picking the best one for the particular 
prospect. 

Gives Effective Come-backs 


Here are some of Mr. Riehle’s arrest- 
ers: Have you taken care of Section 15 
of the personal property law? What is 
the pension power of your life insur- 
ance? What is the capital value of your 
life insurance? Do you have any back 
dividends due you? Does your protec- 
tion include the common disaster clause? 

When an interview is obtained, his 
first purpose, said Mr. Riehle, is to 
get the prospect before a medical exam- 
iner with the least possible effort; if that 

(CONTINUED ON PAGE 22) 
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Effect of the Dollar Devaluation Is Being 
Greatly Exaggerated in Print 


That the effect on life insurance of 
the devalued dollar is being greatly ex- 
aggerated there can be no doubt. With 
the value of the dollar constantly going 
down and as so-called inflation proceeds, 
it is rather thoughtlessly argued by 
some that life insurance should be 
bought only on the one year term plan, 
that annuities should not be bought at 
all, etc. Figures are presented that the 
100 billions of insurance in force has al- 
ready gone down so and so many bil- 
lions. All such statements are absurd 
in the light of the actual facts and con- 
ditions. é 

Without getting too deeply in this 
complicated subject of the value of 
money and the commodity dollar let us 
give a thought or two first to the insur- 
ance already in force and second to 
that which is being and will be written. 


Amount of Insurance | 
Increased in High Price Day 


As to the first, it is clear that the 
amount of insurance carried increased 
enormously in the period of high prices, 
in other words in the period of cheap 
money, say since 1916. People knew 
money was cheap because they had 
plenty of it and a lot of it went into 
life insurance premiums. In 1920, which 
was the peak year since 1900, the index 
number of the commodity dollar, that 
is the dollar based on the wholesale 
prices of all commodities, was 226, 
against 82 in 1900. In other words in 
1920, just before the big buyers’ strike, 
a dollar was worth about 45 cents. The 
next year, 1921, the index number 
dropped from 226 to 143. We are sup- 
posed to be trying to get the dollar back 
to the 1926 level, or 146. Since 1926 
the value of the dollar in buying power 
has been going up and it reached its 
highest peak in 1932 when its index 
number was 95; in 1933 it was 96, and 
in 1934 undoubtedly it will be much 
higher, as we get more inflation. 


Averages Since Guarantee 
Against Cheaper Dollar 


An expert money man who bought 
a life insurance policy in 1900 figures 
that the average price level at the time 
of payment for the 33 years was 131. 
In other words the commodity dollar 
could go from 96 in 1933 to 131 with- 
out his having suffered any depreciation 
whatever in his life insurance. If it 
should go back to the 1926 level of 146 
his life insurance would not lose much 
in its purchasing power. Inasmuch as 
for the first 10 years from 1900 to 1909 
the index number ranged from 81 to 99, 
if we assume that most of the life in- 
surance now in force has been bought 
since 1910, a period on the whole of 
cheap money, although cheap money did 





Ordinary Sales Increase 
Two Percent in February 





HARTFORD, March 29.—In 
February ordinary sales showed a 
2 percent increase, according to 
the Sales Research Bureau, 64 
percent of the companies report- 
ing stating that their business 
showed a gain. The mountain 
states showed the greatest in- 
crease in February business with 
20 percent, followed by the west- 
ern and south central with 14 per- 
cent and the south Atlantic states 
by 12 percent. Among the cities 


Detroit showed a $5 percent gain, 
Cleveland 18 percent and Los An- 
geles 3 percent. 

















not really start until the great war, it 
would hardly be possible, taking the 
averages, for money to again become so 
cheap that it would be worth less than 
at the time it was paid into the com- 
pany. As stated, cheap money did not 
really start until 1916. It prevailed up 
until say 1931, when the depression be- 
gan to have its effect, and in 1932 the 
dollar at 95 had a purchasing power 
greater than in any year for more than 
20 years. 

So that we need not worry much 
about the man who has bought life in- 
surance at any time since 1900 because 
his averages on the purchasing power 
of the dollar pretty well guarantee that 
his beneficiaries will not be paid out in 
cheaper money than he paid in. 

Now as to life insurance bought in 
the future: In 1932 the dollar reached 
its highest purchasing point for 20 years, 
at 95; in 1933 it was at 96; and in 1934, 
while of course the index number can- 
not yet be determined, money is un- 
doubtedly becoming cheaper day by day. 





The program of the government is un- 
derstood to be to bring it back to the 
1926 level stabilizing at around 146. 

Practically speaking, the average busi- 
ness man is not greatly affected in his 
purchase of life insurance whether the 
commodity dollar is at a low or a high 
level. The money which he puts into 
an annuity or into life insurance may 
not have been earned or accumulated in 
the current year, or if it was he is not 
likely to be so directly affected as, for 
example, the farmer who if he has a 
mortgage or other debts to pay off, 
knows that he can now pay off the same 
amount of debt with 1,000 bushels of 
wheat which a little while back would 
have taken 2,000 bushels to pay off. 
However, when this same farmer comes 
to buying implements or new stock for 
his farm he is of course in the same 
position as the man spending current 
income. 

The real answer to the man who 
would hesitate to put his money into 
life insurance now is probably that the 





The Agent Is the “Goat” 


BY AN AGENT 


Milwaukee Man Presents Agents’ 


Viewpoint on Revamping Compensation 





At last someone from the agency de- 
partment of a life company has had the 
courage of his convictions to publicly 
state that the present method of agent 
compensation needs to be changed. Wit- 
ness the logical analysis of the situation 
by A. B. Olson, agency manager of the 
Bankers Life of Nebraska, in a paper 
recently read before the Insurance In- 
stitute of Nebraska. 

Many agents and general agents have 
had the same feelings for a long time, 
but none of them have had the courage 
to speak out on the subject. The pres- 
ent commission basis is inadequate com- 
pensation for the creative sales ability 
required to sell and service life insur- 
ance. It is about time that we woke up 
to the fact that the life agent is the 
“goat.” 


Agent Turn Over 
Is Disgrace to Business 


As Mr. Olson points out, the agency 
turn over is a disgrace to the business. 
Good men are continually being induced 
to enter our ranks, only to discover that 
they can’t earn a decent living and leave 
the business. The artifice of renewals 
has been held out to urge agents to hang 
on, and altogether too much emphasis 
has been placed on the value of future 


profits from renewals, much of which 


never materializes. 

We prattle a lot about bringing better 
men into the business, and of raising 
the standard of life underwriting service, 
when as a matter of fact, the income 
requirements of a higher calibre man 
can not be realized. as a general rule, 
in life insurance selling. 

As it is, we run across every Tom, 
Dick, and Harry, who used to sell life 
insurance when he was out of a regu- 
lar job. Many of our present affluent 
general agents “got that way” bv giving 
a rate book to every nondescript who 
came along, and when he was starved 
out of the business, the general agent 
confiscated the renewals of the luckless 
agent. 

Even in our own ranks we keep point- 
ing the finger of scorn at ourselves. 
Underwriters’ associations would justify 
their existence by a constant defense of 
public good-will toward underwriters, 
but instead many of them keep yelling, 





“Look, folks, we’re a bunch of crooks! 
We have lots of ‘twisters’ and racke- 
teers among us! Buy life insurance only 
with suspicion.” 

In fact, it was very recently that our 
esteemed president of the National as- 
sociation, in addressing the Association 
of Life Presidents, said, in effect, “Mr. 
Presidents, we need your help! There 
is a monster among us! There are 
‘twisters’ rampant in our ranks, and we 
are powerless!” Always an indictment 
of the integrity of the life insurance 
agent. What an opportunity was missed 
to point out to some of the smug home 
office officials that 200,000 agents are 
hardly making a living, trying to serv- 
ice and hold the business for the com- 
panies. 

And what about this constant cry of 
“Stop thief!” in our ranks? Among 
200,000 life agents struggling for a liv- 
ing, there probably doesn’t exist a hand- 
ful of dishonest men who could qualify 
as a “twister” under any of the varied 
interpretations of the world. And let’s 
not overlook this fact, that if every 
agent in America were to become a ma- 
licious “twister” from this day on, they 
could never do as much harm to Amer- 
ica’s pocketbook as was done by our 
“honored and revered bankers and finan- 
cial counsellors” in recent years. 


Rewriting of Lapsed or 
Heavily Loaned Business 


And don’t forget that those who 
bought a 20 payment life, thinking it 
was an endowment, received just what 
they paid for, regardless of any under- 
standing they may have had. Life in- 
surance is always like that. 

Let us consider the hue and cry that 
is now going on about the rewriting of 
lapsed or heavily loaned business. Mr. 
Olson points out that the greed for vol- 
ume and income and false understand- 
ing by company officials is changing 
conditions. It was not so long ago that 
companies made little effort to save busi- 
ness after it was written, “going on the 
theory that there was a tidy profit in 
terminations.” Some of our oldest and 
largest companies actually encouraged 
the rewriting of their own business as 
a regular thing. Only recently compa- 
nies have issued bulletins and instruc- 





BY E. J. WOHLGEMUTH 


two years of the dear dollar, 1932 an 
1933, are now gone and that we are a. 
ready in a period of cheap money, tha 
is to say, high prices, and we may fairly 
assume that history will repeat itself an 
that over a cycle of 20 or 30 year 
which takes in the period of most lif 
insurance payments, an average will be 
struck the same as during the past » 
or 30 years. Buying life insurance cay 
as a matter of fact have little to do with 
the year to year fluctuations in the value 
of the dollar because life insurance, ex. 
cept for annuities, is not purchased all 
at one time but on the installment plan 
and therefore only averages over a pe. 
riod of years can be accepted. On ey. 
ery hand there are evidences that we 
are again in a period of clieap money, 
While no one can predict what the fy. 
ture point of stabilization will be it js 
very clear that even now we are ina 
period of cheap money no doubt very 
near to the average that will prevail 
In order that we may view the history 
of the dollar in its purchasing power 
the table of index numbers based on 
the commodity prices for the past 30 
years is here presented and it may be 
fairly assumed that the dollar is already 
well on its way back to a price which 
will be fairly consistently level over a 
considerable period. 

Index numbers, wholesale prices of all 
commodities 
Index Year 
82 1917 











tions for rewriting of business. Now the 
companies are saying, “Agents, in spite 
of the fact that your many service calls 
have reduced your selling time on the 
street, and despite the fact you're not 
making a livine these days, now we 
want you to rewrite our policies, but 
we won’t pay any commissions for the 
work involved.” 


Profits Not Being Made 
on Rewritten Business 


_ The reason is that profits are not be- 
ing made on some of the rewritten busi- 
ness. Life insurance companies are not 
satisfied to make over $400,000,000 profit 
on mortality savings in one year, not 
satisfied to add millions to their assets 
while decreasing their insurance in force, 
not content to increase executives’ sal- 
aries and, in many cases, declare div- 
dends to stockholders, while the agents 
of the country are struggling for a mere 
existence to stay in the business. 
Scan the records of the Insurance Re- 
search Bureau as to the appalling pet 
centage of failures of agents in life 
surance. Study the average productiot 
and income of the vast majority. It 
estimated that 85 percent of the agents 
produce 15 percent of the volume. Mr. 
Olson estimates that the agent who pays 
for $100,000 in a year has made little 
more than $1,000. Counting the cost of 
the agent’s operations, Mr. Olson says 
there is real reason for wondering how 
the agents keep body and soul together: 
Such is the inadequate basis of com 
pensation for the most trying and ar 
ficult creative selling in the world. It 
is a work requiring self-discipline and 
(CONTINUED ON PAGE 13) 
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Excellent Results 
Secured in Week 


Life Underwriters Throughout 
Country Report Financial Inde- 
pendence Drive Gains 


TEST OF PLANNED WORK 


Educational Benefits Strongly Empha- 
sized and Also Tonic Effects on 
Agents Themselves 


Early returns indicate that Financial 
Independence Week scored an over- 
whelming popular success. Backed en- 
thusiastically by companies, agents and 
life underwriters’ associations, it ap- 
pealed to public imagination at a time 
when stimulus was needed to turn 
thoughts away from depression and 
bring a realization that perhaps the up- 
turn had arrived. 

Second Vice-president H. E. North, 
Metropolitan, chairman of the general 
committee, estimated that the message 
had reached about 75,000,000 persons 
through newspaper editorials, news ar- 
ticles and cartoons, addresses and radio 
broadcasts, store window displays, post- 
ers and other means. 


Great Cooperation Secured 


Advertisements were run in 600 
newspapers, and excellent cooperation 
was secured from newspapers every- 
where. Several governors issued proc- 
lamations. While the selling angle was 
not stressed, agents were encouraged in 
extra activity, and there are indications 
that an unusual number of sales re- 
sulted, not to speak of valuable mis- 
sionary work done. 

A most valuable feature of the week, 
said Mr. North, was in bringing to the 
public the conception of life insurance 
as an institution, and helping to offset 
the state of mind which has been fos- 
tered by companies claiming special ad- 
vantages to the exclusion of others. 


Associations Finance Drive 


Underwriters’ associations supported 
the campaign financially and in other 
ways, paying out in many cases surpris- 
ingly large amounts. 

_In New York City two well known 
life insurance speakers addressed meet- 
ings, Vice-president F. L. Jones, Equi- 
table of New York, who spoke to the 
Sales Executives’ Club, and Assistant 
Secretary A. E. Gray, Prudential, 
= spoke to the Brooklyn Rotary 
ub. 


_ Mr. Jones gave examples of capitaliz- 
ing of income, showing that a man earn- 
Ing $10,000 a year is earning the equiva- 
lent of the income on about $250,000 
if that sum were safely invested. 

_ Many general agencies showed sales 
increases which were attributed to the 
special observance. Most general agents 
attribute the good showing, not to the 
Widespread dissemination of life insur- 
ance propaganda so much as to the fact 
that greater efforts were put forth by 
the agents. In other words, more work 
was done by more agents. 


Marginal Producers Spurred 


What might be termed marginal pro- 
Ucers, who write a policy now and then 
When the spirit moves, were induced to 
make a special effort last week. In 
Many agencies, the objective was to get 
i east one application from each man 
ant the week. There was mass en- 
Wiasm. Life insurance week propa- 
ganda probably had more effect on the 
agents than on the public. The good re- 
(CONTINUED ON PAGE 20) 








Lunoe Superintendent of 
Agents of Mutual Trust 











L. R. LUNOE 


L. R. Lunoe has been appointed sup- 
erintendent of agents of the Mutual 
Trust Life, Chicago, and is to take up 
his new duties at the home office imme- 
diately. 

He has had nine years of successful 
work as manager of the eastern depart- 
ment, with headquarters in Boston. He 
started out with a rate book for the 
Mutual Trust at Lake Mills, Ia., 13 
years ago, and later served as field su- 
pervisor. 

A. E. Richardson, who has served-as 
assistant manager under Mr. Lunoe 
during the past four years, becomes 





Shenandoah Life on Road 


to Mutualization Basis 





APPROVED BY STOCKHOLDERS 





Five Trustees Have Been Named to 
Care for the Stock as 
Purchased 





ROANOKE, VA. March 29.—On 
March 8, a plan for mutualization of the 
Shenandoah Life as provided by the law 
of Virginia was submitted to the directors 
and unanimously approved by them. 
Under the law a special meeting of the 
stockholders was held this week and the 
plan was given unanimous approval. A 
meeting of the policyholders, which is 
necessary, has been called and no op- 
position is anticipated. The five trustees 
to care for the stock as it is purchased 
have been named as follows: Malcolm 
Kerlin of Washington, D. C., admin- 
istrative assistant to the Secretary of 
Commerce; Sinclair Brown, Salem, Va., 
speaker of the house of delegates of 
Virginia; R. Lee Lynn, president S. H. 
Heironimus Company, leading depart- 
ment store of Roanoke; Charles E. 
Ward, vice-president in charge of agen- 
cies, and E. Lee Trinkle, president of 
the Shenandoah Life. The mutualiza- 
tion will be gradual, stock being pur- 
chased as the funds of the company will 
permit. The plan has the approval of 
the insurance department and under the 
law, approval of the state corporation 
commission must be had after preceding 
steps have been taken. 








manager, and J. H. Taylor, who has 
been connected with the Boston agency 
for several years, has been appointed as- 
sistant manager of the eastern depart- 
ment. 











little farmhouse. 


She writes :— 


(a grade) for $80 or $100 


Independence Square 








A PICTURE FROM MAINE 


A roadside lunchroom in Maine, near a delightful 
The owner, a ‘woman sixty-nine 
years of age. Her goal, acquisition of her childhood’s 
home, built in 1852, and security for her old age. 
Through the help of life insurance she has reached it. 


My payments to you were not taken through these times 
of stress out of my little lunchroom, but, when I sold 
, or a nice veal calf for $14 or $17, 
or the wool from my sheep, the checks went on to you. 


Today I am so very happy that the Annuities will take 
care of my taxes, and the cows will take care of me. 
are beauties. I have a quaint home in thorough repair, fur- 
nished, with pretty lawns, shrubs, and flowers. 


Should ever any of you'decide to come to Maine, the home 
you have assisted me to pay for will welcome you for 1, 2, 3 
or 4 weeks’ stay, provided you bring your families. 


A myriad such stories, of life’s plans successfully 
carried out, lie told or untold within the far-spread 
reach of consummated life insurance service. 
add a rich, inspiring compensation to the necessary 
material one for which we work. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
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Sullivan Seeking 
“Big Bad Wolf” 


Jupiter Pluvius Searches Sinister 
Shadows in Sunlit 
Skies 


BIG BOY AT HEARING 


Well Known Knight Errant of ‘Term 
ansurance Participates in Con- 
gressional Hearing 


Fees totaling $149,437 have been al- 
lowed in the Illinois Life receivership, 
according to figures brought out by the 
Congressional judicial committee that is 
investigating receivership fees in Chi- 
cago. Of this sum $50,000 went to Gen. 
Abel Davis, receiver, $50,000 to West & 
Eckhart, attorneys for the receiver, and 
$10,000 each to the three attorneys se- 
lected by Judge Wilkerson of the 
United States district court to pass on 
the various bids for reinsurance and 
select the best one. These attorneys 
were S. T. Swansen, counsel of the 
Northwestern Mutual Life; Thomas L. 
Marshall of Chicago, who had had ex- 
perience in previous life insurance re- 
insurances, and H. Thompson of 
Indianapolis. Actuaries and auditors 
employed by the receiver and the re- 
insurance committee received a total of 
$19,437. oj es 

Other receiverships investigated were 
the Victory Life, Security Life, and the 
LaSalle and Stevens hotels in Chicago. 
“It is an open secret, shared by its 
members,” said a Chicago newspaper, 
“that the Congressional receiverships 
committee is gunning for Judge Wilker- 
son.” The receivership fees brought out 
were far from impressive, but the com- 
mittee went rather extensively into the 
reinsurance deals. The Security Life 
receivership, however, was handled by 
Judge Lindley of Danville, Ill., sitting 
in the district court at Chicago. 

Eye Martin’s Connections 


Delving into the hotel cases principal 
importance seemed to be attached to the 
retention of Hugh T. Martin as counsel 
for the receivers in both the LaSalle 
and Stevens cases. Martin was also 
counsel for the Illinois Life and Illinois 
Bankers Life and had been counsel for 
the hotels for many years. Receivers 
for both hotels were called and coun- 
sel for the committee tried to make 
them admit that Martin had probably 
been consulted on the excessive loans 
made by the Illinois Life to the hotels, 
these loans being a principal factor in 
the wrecking of the Illinois Life. The 
argument was that he was not a proper 
attorney for the receiver, but the re- 
ceivers said his knowledge was useful. 
Although the facts regarding fees in 
the Illinois Life receivership were read 
into the record in two minutes, the 
committee devoted most of one day to 
that case. It seemed to be the hope 
that under the guidance of James P. 
Sullivan, general agent Illinois Bank- 
ers Life, something might be dug up. 
Mr. Sullivan took the witness chair and 
gave an account of the receivership and 
reinsurance proceedings for an hour, 
with implications that everybody was 
crooked. The burden of his complaint 
was the interminable hearings and de- 
lays in reinsuring the Illinois Life pol- 
icyholders. ' 

Gencral Abel Davis, receiver, followed 
Mr. Sullivan. He said the reason for 
all the delays was Sullivan himself. “In 
all my experience both as lawyer and 
business man I have never seen so 
much time wasted on frivolous ‘objec- 

















(CONTINUED ON PAGE 21) 
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; of Protection to 
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Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,910,000,000. Over one billion dollars of this 
amount was in dividends. 
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The stability of this strong mutual company 
has been particularly demonstrated during the past 






four years of business depression. In every one of 
these years, income has exceeded disbursements. 
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Throughout all the years—during every panic, 
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every war and every epidemic down to the present 
hour—the New York Life Insurance Company has 
met every obligation to its policyholders and bene- 
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ficiaries; it is amply prepared to continue to do so 
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throughout the life of every one of its insurance 
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and annuity contracts. 
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NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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Much Ado Is Made About 


Impounding Reinsurance Bids 





REVIEW SECURITY LIFE CASE 





Arthur §. Lytton, in His Testimony 
Before House Judiciary Committee, 
Clarified the Atmosphere 





Much ado was made in the federal re- 
ceivership hearings before a congres- 
sional committee in Chicago, about the 
impounding of bids for reinsurance of 
the Security Life. The committee was 
searching for something sinister and the 
impounding was seized upon with avid- 
ity. 

Arthur S. Lytton of the law firm of 
Bull, Lytton & Olson, counsel for the 
Security Life receiver, took full respon- 
sibility for recommending the impound- 
ing to Federal Judge Lindley and he 
championed that procedure vigorously in 
his remarks during the hearing. Inci- 
dentally, George Lavin, counsel for the 
committee, sought to have the Security 
Life hearing closed, without calling Mr. 
Lytton. 

Lytton’s Testimony Impressive 


Mr. Lytton protested to the chairman 
of the committee that he had been sub- 
poenaed, that the record contained a 
variety of innuendos and he desired to 
be heard. This request was granted and 
Mr. Lytton’s statement undoubtedly im- 
pressed the committee that the receiver- 
ship of the Security Life case had been 
conscientiously and intelligently handled 
by Receiver John A. Massen and his 
counsel. 

Mr. Lytton said he recommended im- 
pounding the bids and would do so 
again. The mud slinging contests that 
have developed in other receiverships, he 
contended, offer proof enough that the 
impounding was desirable. He pointed 
out that some of the bidders for failed 
companies are always irresponsible. As 
a matter of fact, three of the companies 
that bid for the business, he declared, 
are now in hot water and shave been 
ousted from Illinois. They were the 
Continental Life of St. Louis, Equitable 
Life & Casualty of Louisville and Pa- 
cific States Life of Hollywood. These 
species of bidders are likely to offer 
the most liberal terms and yet, since 
these companies are going concerns, the 
courts cannot publicly announce that 
their bids have been rejected because of 
their structural weakness. Furthermore, 
he said, the responsible bidders are sub- 
ject to the attack of sharp shooters. 


Conplains of Secrecy 


A strange appearance was that of At- 
torney E. R. Elliott, who contended that 
Judge Lindley had been arbitrary in 
handling the Security Life receivership. 
Mr. Elliott was attorney for the Pa- 
cific States Life in an unusual, secret 
proceeding, wherein a receiver was ap- 
pointed for the Chicago National Life 


‘and directed to turn the business of that 


company over to the Pacific States Life. 
The Chicago National receiver was ap- 
pointed and reinsurance was awarded 
before anyone knew anything about it. 

Mr. Massen, on the stand, explained 
that Bull, Lytton & Olson were selected 
as attorneys for the receiver, because 
they had been attorneys for the Security 
Life for 25 years and during that pe- 
riod had never had anything to do with 
the investment policy of the company. 
It was a high grade law firm and Mr. 
Lytton especially was thoroughly fa- 
miliar with the company. 


Cc. J. Doyle Is Mentioned 


The inquisitors sought to prove some- 
thing sinister in the relation of C. J. 
Doyle to the case. Mr. Doyle, who is 
located in Springfield, Ill., is associate 
general counsel for the National Board 
of Fire Underwriters. Mr. Doyle was 
employed to bring a bill for the appoint- 
ment of an ancillary receiver in south- 
ern Illinois, so that a voluntary deposit 
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Organizing in Louisiana 
for Collective Bargaining 





NEW ORLEANS, March 29, 
—The Life Underwriters Protec. 
tive Association has filed its char- 
ter, showing a list of 37 charter 
members. C. . Clark, 1317 
South Genois street, is president; 
W. H. H. Belisle, vice-president 
and financial secretary, and R. §, 
Beauchant, treasurer. The new 
body is for the purpose of organ- 
izing all life underwriters in 
Louisiana for mutual protection, 
such as collective bargaining and 
better commissions. A note in the 
charter gives it the privilege of 
affiliating with any other body it 
chooses, and names particularly 
the American’ Federation of 
Labor. 











of $12,000 of the Security Life at Spring. 
field could be brought under the juris. 
diction of the principal receiver. Later 
Mr. Doyle was employed by Alfred 
MacArthur, president of the Central 
Life, which was the successful bidder 
for the Security Life. It was shown 
that Mr. Doyle’s work for the receiver 
had been completed when he became 
counsel for Mr. MacArthur. 

Another witness was Attorney Joseph 
McCormick, who claimed that suit 
which he brought on behalf of policy- 
holders in the Security Life case, was 
unceremoniously thrown out by Judge 
Lindley. Mr. Lytton, in his testimony, 
said that McCormick’s action had been 
given studious consideration and _ that 
he had been granted a full hearing. As 
a matter of fact, McCormick’s case is 
now before the United States court of 
appeals. 

Why Company Was Ousted 


Paying his respects to Mr. Elliott, Mr. 
Lytton said that the Pacific States Life 
had been ousted from Illinois, because 
it did not want the Illinois department 
to participate in ‘the convention exam- 
ination of the company. J. M. Crume, 
who had been on the stand earlier, and 
got in the record a variety of innuendos, 
got up and said the reason the Pacific 
States had been ousted from Illinois was 
“for purposes of economy.” 

Mr. Lytton, however, had a letter 
from Insurance Director Palmer of Illi- 
nois citing the explanation, which Mr. 
Lytton gave in his testimony. Mr. 
Crume, formerly an agent for the Pacific 
States Life, was receiver for the Chica 
go National Life in the Elliott action. 
Crume was also a former general agent 
for the Security Life, Manhattan Life, 
Reserve Loan Life and recently has de- 
sired to be interested in the receiverships 
of the Old Colony Life, Illinois Life, 
Security Life, National Life, U. S. Ay 
Missouri State Life and Peoria Life. 

Mr. MacArthur testified that the re 
insurance contract was good for the pol 
icyholders but had not proved proft- 
able for the Central Life. 

Fees of Mr. Massen were fixed a 
$33,600, Bull, Lytton & Olson were paid 
$47,800 and the auditing firm of Mc- 
Guire, Undeutsch & McGuire was paid 
$31,000. 

Starts Advertising Campaign 

NEW YORK, March 29.—In a tele 
phone broadcast to agencies, in gessiol 
locally throughout the country C. . Ful 
ton,, Jr., superintendent of agencies Home 
Life of New York, announced ne 
launching of a national advertising cal 
paign beginning April 1. The media, 0 
be used will be the “Saturday Evening 
Post,” “Collier’s,” ‘Time,’ the Sunday 
magazine section of the New be 
“Times,” “Harper’s Magazine” and ! 
“Annalist.” The advertising came 


will be built around the new “Planneé 
Estate” idea which has been an impor 
tant factor in the company’s 
gain in new business for t 
date. 
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a 4 pie 2 ‘ , Insurance Company will give fwenty million people an 
rtment POD | opportunity to hear the message of Planned Estates— 
oe ; Ys iad Va . | the unique plan which is bringing such remarkable re- 
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These advertisements will appear in the Saturday Eve- 
ning Post, Collier’s, Time, Harper’s, the Annalist and the 
Magazine Section of the New York ‘Times. 





The advertisements will feature not a policy or a policy 
feature but a plan that is distinctly different and unique. 
_it is not just policy analysis or even programming. Its ” 

whole approach is along radically different lines. 





Some of these advertisements are reproduced here. If 
you care to have actual reprints of the entire series, it 
will be a pleasure to send them. 


Address Your Request to 


CECIL C:; FULTON, JR: 


Superintendent of Agencies 





HOME LIFE INSURANCE GOMPANY 
256 BROADWAY, NEW YORK, NY: 





ETHELBERT IDE LOW ; 42 JAMES A. FULTON 
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Appeal in Two Illinois Life * ’ Hercules Life and Agents : 4 
Cases Is Allowed by Court Named Medical Director Seek to Patch Ss esl Thrice Honored 





OPEN REINSURANCE MATTER 





Group of 35 Agents and Policyholders’ 
Committee Question Federal 
Tribunal’s Decision 





Right of ‘appeal has been allowed by 
the U. S. district court in Chicago in 
two actions involving the taking over 
of business of the Illinois Life by the 
Central Life of Iowa. One is the claim 
of some 35 to 40 agents for well over 
$1,250,000 in renewal commissions, and 
the other is suit by a policyholders’ pro- 
tective committee which is seeking to 
throw out the order under which the 
business was taken over. 

The agents’ claim is known as R. B. 
Daniel, et al, and was disallowed by Re- 
ceiver Abel Davis in his final report to 
the federal court in Chicago. The 
claim has been referred to a master-in- 
chancery to determine first as to legal- 
ity and secondly to take testimony and 
proof as to amount, if any, due. 


Attorneys Active in Past 


The agents are represented by Attor- 
ney H. W. Price of Chicago, who ar- 
gued their case in previous hearings. 
The policyholders’ committee is repre- 
sented by Attorney D. D. Stansbury, 
who took prominent part in the long 
legal battle before reinsurance was ef- 
fected, representing J. P. Sullivan. 

Both appeals will be heard by the 
U. S. circuit court of appeals. It is 
expected that hearings before the mas- 
ter will start in three or four weeks, but 
hearings on the appeals will probably 
be delayed for some time. 

The agents’ group contends that 
District Judge Wilkerson of Chicago, 
in turning over Illinois Life assets to 
the Central Life had no right to deter- 
mine that these assets should be valued 
for purpose of the reinsurance deal on 
the basis of prices which they would 
bring at immediate forced sale in Au- 
gust, 1933, the low point of the depres- 
sion. 

Attack Assets Valuation 


It is said although the value of as- 
sets was set at something over $4,000,- 
000, the calculation of a 70 percent lien 
against the policies in force requires as- 
sumption that the assets were worth 
well over $8,000,000. A point in the 
agents’ contention is that on the pres- 
ent basis the agents and dissenting 
policyholders of the Illinois Life at best 
could get no more than 15 percent of 
their claims, whereas under the rein- 
surance contract policyholders are guar- 
anteed 30 percent of their value and as 
much more as the Central Life can give, 
depending on how the assets will work 
out. 

The policyholders’ committee con- 
tends that the deal with the Central Life 
is not a reinsurance contract, that the 
Central Life has no charter power to 
enter into a reinsurance contract with a 
company that was not authorized to op- 
erate in Iowa, which the Illinois Life 
was not, and also has no statutory 
power to enter into a management con- 
tract to handle the affairs of another 
company. 


To Close Detroit Concern 


LANSING, MICH., March 29.—Dis- 
solution of the Majestic Mutual, Detroit 
burial benefit society, is asked by the 
Michigan department with the acqui- 
escence of its board of directors. At- 
torney general is expected to start dis- 
solution proceedings in Ingham county 
circuit court here. The concern headed 
by J. L. Kampfert, had outstanding lia- 
bilities of only $32,200: at the end of 
the year with 148 policiés still in force. 
As of March 1 the number of policies 
had been reduced to 22 and these have 
since lapsed. It has approximately 


$3,500 in assets. 


of Columbus Mutual Life 














DR. W, A. JAQUITH | 


The Columbus Mutual Life has an- 
nounced the appointment of Dr. Walter 
A. Jaquith of Chicago as medical direc- 
tor to succeed Dr. W. B. Carpenter, 
who retired recently after 26 years’ serv- 
ice. Dr. Carpenter will continue as vice- 
president of the company. 

Dr. Jaquith has been for a number of 
years medical director of the National 
Life, U. S. A., Chicago, and was for- 
merly with the Prudential. He is a for- 
mer president of the Association of Life 
Insurance Medical Directors. He was 
born and educated in Canada, and was 
engaged in private practice in Chicago 
before entering the insurance field. 








Anderson and Patterson 
Visit Many Coast Cities 





C. Vivian Anderson, president of the 
National Association of Life Underwrit- 
ers, is on a 17-dav trip addressing the 
associations in a number of western 
cities. He is accompanied by A. E. Pat- 
terson, general agent of the Penn Mu- 
tual in Chicago, and third vice-president 
National association. They are appear- 
ing before the associations in Omaha, 
Lincoln, Denver, Salt Lake City, Port- 
land, Seattle, San Diego, Los Angeles, 
San Francisco, Oakland, Spokane, Hel- 
ena, Fargo, Minneapolis, St. Paul, and 
Milwaukee. They will be in Seattle 
April 6. 


Operate on Bokum 


Norris H. Bokum, of Bokum & Din- 
gle, Chicago ~eneral agents Massachu- 
setts Mutual, underwent an appendicitis 
operation last week and is convalescing 





MORE LIBERAL OFFER MADE 





Changed Agency Contract Has Clearer 
Cancellation Provisions; Report No 
New Insurance Issued 





Further conferences between officials 
of the Hercules Life, Chicago, and gen- 
eral agents who refused to sign the 
agency contract offered, were held this 
week in an effort to settle differences. It 
was reported that while the company 
remained firm in regard to a 50 percent 
graded first year commission scale, con- 
cessions were offered in other pro- 
visions, 

The result of the new offer, the gen- 
eral agents said, would be a contract 
more liberal in respect to cancellation 
and loss of commissions. Under the 
previous offer, the company, they said, 
could have cancelled practically with- 
out restriction. The latest offer is said 
to stipulate more clearly the causes for 
which contracts can be voided. 


Some Signers Exercised 


Some of the general agents who had 
signed the contract with the alleged 
understanding that their balances due 
the National Life, U. S. A., fund, would 
be waived, are said to be exercised fol- 
lowing the statement of General Man- 
ager Carl L. Odell of the Hercules that 
these balances still stood against the 
agents. . 

Policy forms and dividend scale of 
the Hercules have not been made pub- 
lic. It is reported the Hercules as yet 
has issued no new insurance. General 
agents say there has been some con- 
fusion due to request of a number of 
policyholders to change their National 
of U. S. A. policies to other forms or 
lower amounts. The general agents 
state the Hercules appears as yet not 
prepared to make such changes. 

The Hercules has been licensed in 
Illinois, Oklahoma, Texas, Indiana, Ne- 
braska, Georgia, Missouri, Arkansas and 
Michigan. General agents who have 
signed contracts are: J. S. Barrow, Kan- 
sas City, Mo., S. A. Chiles, Dallas; 
Combs Insurance Agency, Portland, 
Ore.; F. E. Davis, Atlanta; L. A. Freed, 
Houston; F. A. Hadley, Detroit and 
Ann Arbor; R. E. Hooyer, Denver; B. 
FF. Maxey, Scranton, -' Pa: W.= 4; 
McClintick, Peoria, Ill.; A. L. Peacher, 
Little Rock; H. E. Rosebrow, Hunting- 
ton, Ind.; W. F. Smith, St. Louis, and 
I. A. Wilbur, Flint, Mich. 


CONTINUE MICHIGAN RECEIVERSHIP 


LANSING, MICH., March 29.—The 
Michigan receivership for the National 
Life, U. S. A., probably will be con- 
tinued for some time despite licensing 
last week of the Hercules Life, which 
rinsured the defunct Chicago company. 
Second Deputy Commissioner Wade, 





satisfactorily. 


who is Michigan receiver, said that court 





AN FRANCISCO, March 29.— 

In a concentrated drive Mon- 
day, L. A. Lynn of Selma, Cal., 
agent for the Reliance Life, wrote 
36 completed applications. Ail ap- 
plications were examined and all 
were on the annual basis with cash 
settlements. J. F. Johns, agency 
manager in San Francisco, stated 
he believed this to be a record. Sev- 
eral of the members of the Johns 
agency devoted March 26 in at- 
tempts to exceed national produc- 
tion records for a single day’s ef- 
fort, with the result that 38 agents 
produced 235 sales. Of these 60 








Results of One Day 


percent were cash with the ap- 
plication and 73 percent were on 
the annual basis, said Mr. Johns. L. 
T. Ward, Fresno, and Ed. Harsen 
of Oakland each submitted 29. ap- 
plications completed and Douglas 
Ryan, San Francisco, completed 21. 
Mr. Johns also reported that not in- 
cluding the special day’s results his 
agency is 21 percent ahead of 
March, 1933, on written business 
and 19 percent ahead of February, 
1934. The average application com- 
pleted in Monday’s effort was 
slightly under $2,000. 




















Ss. J. COHN 


The 1933 production of S. J. Cohn of 
the Detroit city branch of the Great 
West Life of Winnipeg qualified him 
for the presidency of the $100,000 club 
for 1934. In addition, he attained the 
position of aggregate leader and handi- 
cap leader—the first time in the history 
of the club the three positions have been 
held by one man in any one year. Other 
officers of the club include H. M Himel- 
stein, Detroit, vice-president at large; 
and the following provincial or state 
vice-presidents: H. Courchesne, Quebec; 
J. H. Croft, British Columbia; W. C. 
Addy, Minnesota; A. H. Thorndycraft, 
Manitoba; J. S. Neill, Maritime Prov- 
inces; E. J. Genesove, Ontario, B. Fish- 
man, Michigan. 

Vancouver leads all branches for num- 
ber of members, having 12. 








order may be ‘obtained in a few days 
authorizing him to turn over to the Her- 
cules premiums placed in a trust fund 
during the receivership period to date. 


O’Malley to Take Stand 


ST. LOUIS, March 29.—In the trial 
of Superintendent R. E. O’Malley’s sutt 
to have the Continental Life of St. Louis 
restrained from further operations and 
dissolved, Mr. O’Malley is expected to 
be the last important rebuttal witness. 
The company rested its defense last 
week, ; 

Ed Mays, president of the Continental 
Life, repeatedly refused to surrender 
control of the company and the Grand 
National Bank to Superintendent O’Mal- 
ley, C. G. Revelle, former vice-president 
and general counsel of the company, tes 
tified. ; 

He said on one occasion O’ Malley ot- 
fered Mays $7,500 a year salary and free 
rent on his penthouse apartment on the 
top of the Continental Life building ! 
he would withdraw from active partic 
pation in the affairs of the life company 
for a few years. Mays rejected this ol- 
fer. Revelle denied that O'Malley 
sought to oust Mays so as to make 4 
record for himself. 


New England Mutual’s Figures 

In last week’s issue giving the exper 
ence on disability, double indemnity .. 
annuities in 1933, the figures for * 
New England Mutual. - were ! 
volved in a typographical error. , 
loss on New England Mutual ee 
was given as $9,000,714. The amou 
should have been $90,007.14. 





The Central States Life of St. = 
reports that its February productae ry 
28 percent greater than in February, 
1933. 
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Seeks to Remove Salary 


Feature of R. F. C. Loans 





—_—_ 


WASHINGTON, March 29.— Re- 
moval of the present restrictions on the 
authority of the Reconstruction Finance 
Corporation to subscribe to the preferred 
stock or purchase capital notes of insur- 
ance companies, under which such trans- 
actions are prohibited if salaries of more 
than $17,500 a year are paid to any offi- 
cer or employe, is sought in a bill intro- 
duced in Congress by Senator Tydings 
of Maryland. : 

In lieu of the present $17,500 restric- 
tion, the senator would prohibit pur- 
chases of preferred stock or capital notes 
“if at the time of such_ subscription, 
purchase, or loan any officer, director 
or employe of the applicant is receiving 
compensation at a rate in excess of what 
appears reasonable to the Reconstruc- 
tion Finance Corporation.” 

An effort was made during the con- 
sideration of the original bill last year 
to have language of this character sub- 
stituted for a flat limitation, but without 
success. 


Entertainment Features of 
Life Advertisers’ Gathering 





In addition to the business program 
at the annual meeting of the southern 
round-table of the Life Advertisers As- 
sociation at Greensboro, N. C., April 
9-11, there will be a number of enter- 
tainment features, according to an- 
nouncement of Carl Ljung, Jefferson 
Standard, and Bart Leiper, Pilot Life, 
members of the arrangements commit- 
tee. At noon, April 9, the visitors will 
be luncheon guests of the Pilot Life 
and that evening there will be a ban- 
quet at which the speaker will be Carl 
Goerch, editor “The State.” 

The business sessions will terminate 
at noon, April 10 so the members may 
have the afternoon for recreation. That 
evening the delegates will be guests of 
the Jefferson Standard at a dinner 
dance. 

Most of the delegates are expected to 
remain over for the conservation con- 
ference April 11. Officials of southern 
life companies are being invited by the 
Sales Research Bureau to participate. 
Those attending the conservation con- 
ference will be guests of the Pilot Life 
at a luncheon April 11 and in the after- 
noon there will be staged a playlet, 
“What Price Policy Loans?” by mem- 
bers of the Pilot staff. The author of 
this playlet is L. L. McAllister. That 
evening the Pilot Life will be host at a 
dance. 


Lodge Insurance Payable 
to Estate of Subscriber 





MONTGOMERY, ALA., March 29. 
—The Alabama supreme court has 
handed down a decision in a test case 
growing out of the financing of the 
erection in Montgomery a number of 
years ago of the Scottish Rite Masonic 
cathedral. 

To raise funds the Alabama lodge 
solicited subscriptions among its mem- 
bers and agreed to give them twice as 
much life insurance as each member 
subscribed. Originally, the lodge prom- 
ised to insure subscribing members in 
the Franklin Life of Illinois or other re- 
sponsible company. Certificates of in- 
debtedness were issued to subscribers in 
which various beneficiaries were named. 

The contract with the Franklin Life 
being canceled by mutual consent, the 
odge applied to the Protective Life of 
Birmingham for group insurance on the 
Modified plan to protect the subscrib- 
Mg members. The Alabama lodge was 
Named beneficiary. 

€ test case grew out of the death 
of a subscriber to whose estate the 
Protective Life would not pay the insur- 
ance, but gave credit to the Alabama 


the lodge had executed for unpaid pre- 
miums. 

The supreme court held that the lodge 
was only technically the beneficiary and 
that the insurance must be paid to the 
estate. 

The lodge was merely acting as agent 
for Moore’s beneficiaries, it was held, 
and the company and the lodge had no 
right to apply the insurance as a credit 
on the note owed by the lodge to the 
company. 


Establishes Seven Years Probation 


Commissioner Holmes of Montana 
announces that hereafter no company 
will receive a license in his state unless 
it has been doing business at least seven 
years. He sends out a bulletin declar- 
ing that company age is no criterion 


of financial responsibility but he con- 
tends in seven years a company should 


have passed through the period of pro- 
motion exploitation and should be able 
to show a balance sheet reflecting con- 
servative and efficient management. 


Cc. KF. Cleveland, identified with life 
insurance in Indianapolis for 25 years, 
died at age 79. Recently he was with 
the Reserve Loan Life and the Equitable 
Life of New York. 


Condition of the Illinois 
Life Fund Now Published 





The Central Life of Lowa, which rein- 
sured the Illinois Life, has published a 
statement of the financial condition of 
the Illinois Life fund, as of Dec. 31, 
1933. President G. N. Ayres of the Cen- 
tral Life points out that there were heavy 
initial expenses, which will be to a large 
degree eliminated in future years of op- 
eration. One of the heaviest items of 
expense was an appraisal of assets of 
the Illinois Life fund, which entailed the 
inspection of each piece of real estate 
and the securities behind each active 
mortgage. Then there was the expense 
of determining the net equity of all poli- 
cies and the handling of much corre- 
spondence with policyholders. There 
was much work in determining the va- 
lidity of claims accumulated during and 
prior to receivership and the payment of 
such claims. Complete readjustment of 
office records was necessitated. 

On the basis of a 70 percent lien, 
earnings of $1,014,262 were shown from 
the period Aug. 28, 1933, to Dec. 31, 
1933. These earnings, after establishing 











a contingency reserve for the benefit of 
the fund of $70,408, left for the reduc- 
tion of the lien $943,854 or a sum suffi- 
cient to reduce the lien to 65 percent. 
The Central Life has paid to Illinois’ 
Life policyholders and beneficiaries from 
Nov. 28, 1933, to Feb. 27, 1934, the sum 
of $1,052,833. There have been 620 
death claims approved and paid in full 
or instalments are being paid. 

Total assets of the Illinois Life fund 
are $12,171,328, including farm loans $5,- 
897,267; city loans $583,223, real estate 
$2,062,985, collateral loans $62,128, pol- 
icy loans $2,550,722, stocks and bonds 
$317,971, cash $141,347, interest and 
rents due and accrued $74,498, uncol- 
lected and deferred premiums $461,976. 

The reserve on policies is $10,129,053. 
From this item has been deducted $8,- 
265,321 representing liens and unpaid’ 
lien interest. 

Policy claims, including matured en- 
dowments and other claims in process 
of payment, amount to $145,065; tax re- 
serve $381,856; reserve for miscellaneous 
obligations $256,093; dividends to be paid 
policyholders $21,527; survivorship in- 
vestment fund $1,167,323 and _ contin- 
gency reserve $70,408. 
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We believe that the interests of 
Policyholders, Field Force and 
Company are exactly parallel, 


We believe that wastage in the 
Life Insurance business is borne 
by Policyholders, Field Force 
and Company alike, 


We believe that Standards of 
Performance are attainable which 
Will eliminate waste, and 


We believe that these principles 
Should find expression in the 
relationship entered into between 
the Field Force and the Company. 
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of policyholders, thousands of 
agents, hundreds of companies are victims of 
the great waste resulting from the fact that 
but 9% of all life insurance written performs 


the service for which it was intended. 


The causes for this wastage have been: (1) 
Haphazard methods of policy peddling. (2) 
Incompetent service to policyholders. 


To eliminate this waste so costly to all, this 
company applies for the first time sound 
principles of scientific business management 
to the acquisition and retention of life insur- 


ance with the LIFE-TIME Plan. 


Under this plan our representatives present 





President 


scientifically planned LIFE-TIME insurance 
programs to their clients. 

They are required to service a definite clien- 
tele of policyholders on a systematic basis. 
The LIFE-TIME Plan recognizes life 
underwriting as a profession. Our represen- 
tatives are thoroughly trained to meet the 
professional standard mandatorily required 
of them. 

They are paid for the present and continuing 
worth of their business to the company, and 
they are assured a LIFE-TIME income on 
retirement. 


The LIFE-TIME Plan has been enthusiastically 
received by our field force. We will gladly explain 
it on request. 


GEORGE L. GROGAN 
Agency Vice-President 





KANSAS CITY, KANSAS 
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Federal Reserve Plan Cuts 
the Termination Rate 50% 





EXPERIMENTAL PERIOD OVER 





Objective of Life Time Program Is to 
Reduce Acquisition Cost and 
Waste 





In this issue appears the first of a 
series of advertisements by the Federal 
Reserve Life describing the companys 
new sales and service program known 
as the Federal Reserve “life-time plan. 
These advertisements will take up in se- 
quence the various features of the plan. 
The new plan is attracting considerable 
interest because it presents an answer 
to the vexing problem of policyholders 
service and conservation of business. 
The “life-time” plan was devised by 
President B. Frank Bushman and Vice- 
president George L. Grogan of the Fed- 
eral Reserve. The plan has been in op- 
eration with some of its agents for 
about a year, so it is now past the ex- 
perimental stage. _An expansion pro- 
gram has been built around the “life- 
time” plan. 

Termination Rate Cut 


In those territories in which the plan 
has been put into effect, the average 
gross termination rate has been reduced 
by more than 50 percent. The plan is 
being introduced into new territory as 
rapidly as additional man-power can be 
put through training. ; 

The objective of the plan is to reduce 
acquisition cost through stabilization of 
man-power and existing business. § 

Under the agent’s contract, periodic 
service and special calls, policy anni- 
versary and age change calls and de- 
tailed daily reports are mandatory. The 
agent must secure reinstatements, dis- 
courage policy loans, arrange repayment 
of loans and get in touch with clients at 
least twice a year. The contract re- 
quires renewal of at least 65 percent of 
the agent’s business and at least $100,- 
000 production. 

Allocated to Agent 


Under the Federal Reserve program, 
an established group of policyholders is 
assigned to the agent, who is called 
“policyholders’ consultant.” He is thus 
made responsible for conserving that 
business. 

The agent is paid directly for con- 
servation, larger policies and higher per- 
sistency. Insurance is carried on the 
lives of agents and a retirement fund is 
created for them. 

The agent is paid a flat sum for the 
year per $1,000 of insurance remaining 
in force, other than first year business, 
whether allocated to him or written by 
him. This compensation is paid 
monthly. He is paid a flat sum for all 
new policies paid for by him in the pre- 
ceding quarter which is in excess of ter- 
minations, except from death, in the 
same period. Term business is allowed 
up to 20 percent of the total. 

A flat sum per $1,000 is paid where 
the sum insured under one policy is 





Took Off His Hat | 








Jefferson Standard Life agents went 
into Financial Independence Week with 


a determination to do a_ tremendous 
amount of business as well as spread 
the gospel by giving prospects the 
Bruce Barton booklet, “What I Have 
Learned About Life Insurance.” The 
business produced March 19 totaled 
$2,153,000, according to telegrams re- 
ceived from the 40 branch offices. The 
accompanying cut shows Agency Man- 
ager A. R. Perkins (right) and Presi- 
dent Julian Price (left) looking at the 
telegrams received the morning of 
March 20. Those who know Mr. Price 
well will recall that one of his character- 
istics is that he never takes off his hat 
while in his office. In this picture, 
however, Mr. Price said he certainly 
would “take off his hat to such a fine 
bunch of business.” 








Analysis of New York Life 
Death Claims Is Presented 


The New York Life, making an 
analysis of its death claims during the 
past year, finds that it paid 16,182 such 
claims amounting to $70,190,268. Heart 
disease was the principal cause of death, 
accounting for 19 percent of the total. 
Cancer and tumor caused 12 percent, 
accident 9 percent, influenza and pneu- 
monia 9 percent, apoplexy 7 percent, 
consumption 5 percent. 

Death claims of $1,416,947 were paid 
on the lives of 431 policyholders who 
died within one year after taking out 
policies. Seventeen policyholders died 
within one month after taking out in- 
surance and 203 within the first six 
months. 

Of those who died, 37 carried insur- 
ance of $100,000 or more. The aggre- 
gate amount of their insurance in the 





$2,500 or more. Then there is a pay- 
ment under policies written by the agent 
on which the full second annual pre- 
mium is paid. When the agent reaches 
75, the plan is to pay him a retirement 
income, depending on his age of entry 
with the company, years of service and 
his performance. Each year until age 
65, the agent is insured by the Federal 
Reserve for not less than $2,500. 

The expectation is that the agent, in 
dealing with the policyholders that are 
assigned to him, will induce these as- 
sured to work towards a program. 

The agent makes out a daily proce- 
dure envelope, which promotes organi- 
zation of time. The company analyzes 
these reports and gives suggestions on 
how the agent might improve his pro- 
cedure. 


The Federal Reserve has prepared 


New York Life was $6,346,034. The 
same men also carried insurance of $5,- 
402,355 in other companies. There were 
720 accident claims paid in connection 
with 977 policies which contained dou- 
ble indemnity provisions. The total 
amount of double indemnity paid in 
addition to the face of the policies was 
$2,687,309. Automobile accidents ac- 
counted for 46 percent of all accidental 
deaths. About 12 percent were pedes- 
trians. There were 63 deaths from 
drowning and diving, 51 were murders, 
51 from falls, 38 from burns and ex- 
plosions, 30 from gunshot wounds, 19 
from railroad accidents, 11 from hunt- 
ing accidents. 








which is intended to be a scientific 
method of determining the ability of 





what it calls an interviewer’s guide, 


prospective agents. 


desirable for the company to hold and 


Declares Farm Properties 
Taken Over Yielding Profit 





NOLLEN REPORTS ON RESULTS 





President of Equitable Life of Iowa 
Says They Show Average Net 
Income of 4.2 Percent 





DES MOINES, March 29.—The 
soundness of mortgage loans is empha- 
sized by President Henry S. Nollen of 
the Equitable Life of Iowa, who reports 
an average income of 4.2 percent on all 
real estate owned by the company over 
and above the cost of operation, taxes 
and all overhead. 

“Contrary to what is generally as- 
sumed and in spite of conditions that 
have recently prevailed, farm properties 
have proven to be productive of un- 
usually good returns,” President Nollen 
says. “In 1932 our company had, on 
account of the low prices of farm prod- 
ucts, retained its share of crops received 
for rental, and these were sold in 1933, 
with the result that on the mean book 
value of farms owned the company actu- 
ally realized in cash rentals and pro- 
ceeds from the sale of crops for the year 
1932, a gross income of 5.07 percent. 
The cost of maintenance, repairs, oper- 
ation and taxes averaged 1.74 percent. 
This left a net profit of 3.33 percent. 


Results Better in 1933 


“In 1933 the results were even better. 
We received in rent income in cash and 
crop values $696,000, which includes 
some income from crops held over, but 
we held over at the close of 1933 more 
in value not taken credit for than the 
year before, so that this figure is a con- 
servative measure of 1933 operating in- 
come and is approximately 7 percent on 
the average amount of the investment as 
carried on the books during the year. 
We deduct from this not only the cost 
of operation and taxes and field super- 
vision, but the proportionate share of 
home office supervision, which leaves a 
net return of practically $390,000. This 
is 3.89 percent net profit on this portion 
of the real estate owned in 1933. A 
return of that figure over and above 
taxes and all other costs certainly proves 
that these properties have a real value as 
an investment. Indications are that the 
net earnings will be even greater in the 
immediate future. 


Steady Demand for Farms 


“Furthermore, there has been a steady 
demand for these farms for more than 
a year, manifest in offers for their pur- 
chase. Last year our company disposed 
of 114 farms at prices ranging up to 
$125 an acre; a number were sold at 
prices ranging from $90 to $110 an acre; 
others from $75 to $90 an acre and a 
few at lower figures. These were dis- 
posed of because they were the least 


of the Paul 
agency of the Union Central Life re- 
sulted in 29 applications for $183,600. 
The volume obtained gave the agency 
over $400,000 in applications for the 
month. J. H. McCullough, assistant 
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Large Increases Feature 
Insurance Sales Reports 











The month “Red Elephant” contest 
conducted by the Detroit branch of the 
Sun Life of Camden in honor of Chair. 
man T. B. Macauley and President Ar. 
thur Wood went over the top with 
$739,507 paid business, a 400 percent 
increase over the same month in 1933, 
reports Manager E. W. Owen. 

a 

In January and February the Mon. 
tana Life showed an increase of 755 
percent. 


* ok x 
The Des Moines agency of the Union 
Central Life under Manager Fred 


Applequist has gained 170 percent in 

business written this year as compared 

with the entire first quarter a year ago 

with 50 percent of the business in an- 

nuity contracts. 
* * 

The E. S. Albritton general agency of 
the Provident Mutual in Chicago is ap- 
proximately 35 percent ahead for the 
first quarter. A large percentage of the 
March production came in financial In- 
dependence week. 

xk Ok x 


The Chicago agency of the Union 
Central, under Manager H. A. Zischke, 
wrote 39 applications for $351,550 busi- 
ness in financial independence week. 
This ran the total for the month up to 
116 applications for $748,000. The 
agency in the first quarter will show 
about 25 percent paid increase, Man- 
ager Zischke reports. 

* * * 

February was the largest month in the 
last 23 in paid business for the Indiana 
agency of the Equitable Life of New 
York, according to H. L. Rogers, agency 
manager in Indianapolis. The agency’s 
first two months’ paid business equals 
more than the volume written in the 
first quarter of jest. year. 


R. M. Hamburger, general agent 
Northwestern Mutual Life at Minneap- 
olis, reports a 45 percent increase in paid 
for business in the first two months of 
1934 over the same period of 1933. In 
submitted business for the first half of 
March, his agency is 125 percent over 
the like period in 1933. 
* kK 
Manager D. C. Kemp of the Equitable 
Life of New York in Chicago announces 
that his agency’s paid business _pre- 
miums for the first two months in- 
creased 44 percent. March is already 


over 30 percent ahead in paid business 
over the total for March, 1933. 
x & # 


A one-day drive staged by 12 agents 
Hommeyer Minneapolis 





per acre. 


erties, which 
fair rate of return to the company. 


more than sufficient number, 


them by the former owner-operator.” 





Canada’s Insurance Week 





28-June 2. 


many offers by purchasers were refused. 
The average value at which our farms 
are placed on the books is now $76.74 
We feel confident, therefore, 
that considerable profit will be realized 
in the ultimate disposal of these prop- 
meanwhile contribute a 
In 
addition to the income received by the 
company, it must be borne in mind that 
the tenants also received their full share 
without being burdened with the cost of 
maintenance and taxes, and the com- 
pany has at all times had applications in 
so_ that 
every property is occupied and many of 


TORONTO, March 29.—Due to dif- 
ferences in climatic conditions, Canada 
will this year celebrate the annual “fi- 
nancial independence week” at a dif- 
ferent time from the United States. 
Dates for the Canadian drive are May 


manager, led in the number of “Apps” 
and C. M. Yerxa was the leader in vol- 
ume with a total of $87,600. Business 
written up to March 21 by the Hom- 
meyer office was double that of Febru- 
ary and 300 percent greater than March, 
1933, 
* * ® 
The American Central Life’s paid 
business increased 16 percent in Febru- 
ary. Applications up to Feb. 19 show 
an increase of 30 percent over February. 
* 


A. F. Haas, Pittsburgh manager of 
the Mutual Life of New York, reports 
a 27 percent increase in business for the 
past two months. 

x Oe P 
The K. M. Sacks agency of the Equt- 
table of New York in Chicago reports 
that premium income on new business 
in the first quarter year will show af 
increase of more than 30 percent. 


The Palo Pinto Mutual Life Associa- 
tion, Which for the past 20 years het 
maintained headquarters in Minera 
ells, Tex., has moved its executive 





offices.to the Fair building, Fort Worth. 
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Unique Manual Digest Has 
Much General Information 





One of the most interesting features 
of the Unique Manual-Digest which will 
shortly be off the press is the general 
information section in the back of the 
book. This gives information of a gen- 
eral nature on all legal reserve com- 
panies such as a brief history of the 
company since organization showing 
companies reinsured, if any, a complete 
list of officers, type of company, kinds 
of policies and business written, states 
in which company operates, method of 
rating sub-standard risks, retroactive 
principles in practice, aviation provi- 
sions, and the amount, reserve basis, 
and the kind of business the company 
has in force. This section is the most 
complete single source of general in- 
formation on life insurance companies 
available and in it will be found much 
material not obtainable elsewhere. 

In addition to and complementing this 
section the Unique Manual-Digest gives 
a detailed abstract of each company’s 
financial statement as of Dec. 31, 1934, 
showing the different items constituting 
income, disbursements, insurance exhib- 
it, assets, liabilities, and a gain and loss 
exhibit with mortality, interest, and ex- 
pense ratios. 

These two tables, when studied care- 
fully, give a composite picture of the 
insurance business as a whole or a snap- 
shot of any company writing business 
in the United States. 


Will Develop Home State 


Plans have been completed by the 
General American Life for the develop- 
ment of the agency force in Missouri. 
The company now has offices in Kansas 
City and St. Joseph, with the large gen- 
eral agency in St. Louis. Two super- 
visors of agencies will be placed in the 
state, W. S. Bryan and C. W. Payne. 
Mr. Payne is to be stationed in the 
northern portion with Mr. Bryan in the 





southern section. Plans are under way 
for the selection of agents in Spring- 
field, Joplin, Cape Girardeau and Han- 
nibal. 

Mr. Bryan was formerly supervisor of 
sales in the accident department. He 
was connected with the old Missouri 
State Life in 1911 in the actuarial de- 
partment. Mr. Payne, who was con- 
nected with the Missouri State Life 
from 1923 to 1925, has been connected 
with various industries since leaving the 
life insurance business. 


Change in Houston Legal Firm 


The well known legal firm of Cole, 
Cole, Patterson & Lawler in the Citi- 
zens State Bank Building at Houston, 
Tex., has been reorganized following the 
death of John F. Cole and the with- 
drawal of W. L. Kemper. The remain- 
ing partners, R. L. Cole and B. B. Pat- 
terson, being associated with James F. 
Lawler, will continue the practice of law 
under the firm name of Cole, Cole, Pat- 
terson & Lawler. The firm was estab- 
lished in 1905 and gives particular atten- 
tion to insurance cases. The members 
are all high grade attorneys. 


President Olson Spoke 


Members of the Life Underwriters 
Association of Western Massachusetts 
heard an address on “Financial Inde- 
pendence” at a meeting in Springfield by 
President E. A. Olson of the Mutual 
Trust Life, ‘Chicago. 


Aviation Report Published 


The report of the committee on avi- 
ation of the Actuarial Society of Amer- 
ica has been issued in pamphlet form. 
The report was presented at the so- 
ciety’s meeting in October. The com- 
mittee consists of J. E. Hoskins, Trav- 
elers, chairman; H. R. Bassford, Met- 
ropolitan Life, and Valentine Howell, 
Prudential. 


THE HSSETS sate ™ 





J. I. Reece Is Convicted, 


Given 10-Year Sentence 

















J. 1. 


REECE 


J. I. Reece, former insurance com- 
missioner of Tennessee, as the result of 
a trial which lasted nearly seven weeks, 
was convicted of the larceny of $100,- 
000 of bonds from the blue sky division 
of the insurance department. The jury 
recommended a maximum sentence of 
10 years. Reece’s lurid story that he 
was the tool of higher-ups in abstracting 
the bonds and that the present insurance 
commissioner J. S. Tobin, was in col- 
lusion with him, was thoroughly dis- 
credited during the trial. 

Reece had a fiery record as commis- 
sioner, bringing receivership action 
against one out-of-state company and 
denying Tennessee licenses to many 





others. He played the familiar game of 


\933) 











referring those who had business with 
the department to certain attorneys. He 
composed rabid broadsides against the 
insurance newspapers which criticised 
his behavior and threatened libel action. 
He was formerly a school teacher. 

Mr. Reece caused the fire insurance 
companies considerable annoyance when 
he demanded they pay taxes on rein- 
surance premiums ceded. He demanded 
back taxes on this basis for six years 
and when the companies refused to pay 
up, he withheld their licenses. A few 
of the companies are reported to have 
paid some $20,000 on account of such 
taxes but the report is that the money 
was never accounted for. 

Reece is now in jail as a result of 
failure to make bond on perjury charges 
and is also serving 10 davs and must pay 
$50 fine for contempt of court. His 
former confidential secretary, Miss Hilda 
McCray was also locked up for failure 
to make bond. The contempt sentence 
came when Reece said to Criminal Judge 
Gilbert, he was being persecuted “by a 
crooked prosecution and corrupt court.” 

Judge Gilbert also ordered perjury 
warrants for Lem Reece, a _ brother, 
Perry De Busk and C. C. Corpening. 
The judge announced he would issue 
bench warrants for these men and J. P. 
Bowers on the charge of conspiracy to 
defraud the state in connection with the 
$100,000 bond steal. Corpening was 
formerly an examiner in the Tennessee 
department and De Busk was a clerk 
in the department. 


South Carolina Reciprocity Act 

COLUMBIA, S. C., March 29.—Gov- 
ernor Blackwood thas signed a reci- 
procity act passed by the legislature, 
which requires of outside insurance 
companies operating in South Carolina 
penalties, certificates of authority, li- 
cense fees, filing fees or otherwise, in 
amounts not less than that paid by 
companies incorporated in this state to 
other states in which they do business. 
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rifters 


from first one organization and 
one job to another organization 
and another job may gain much 
experience, but they endanger 
the morale of their more re- 
liable associates and leave be- 
hind only painful memories. 


“Birds of passage” are a detri- 
ment to the institution of life 
insurance and a source of con- 
stant trouble, dissatisfaction, 
and expense. The poor work- 
man quarrels with his tools and 
the inept salesman is quick to 
blame his lack of progress upon 
his company—blind to his per- 
sonal failure as against the suc- 
cess of others connected with 
the company that he forsakes. 


Stick to your company, as you 
expect it to stick to you, for 
“the place to make good is right 
where you are!” 


American Centra Lire 
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Management Association Meeting 





The eastern special conference of the 
Life Office Management Association 
will be held at the Hotel New Yorker, 
New York City. April 16-17. G. W. 
Skilton, Connecticut General, is presi- 
dent. The program is as follows: 

Monday Morning, April 16 

“Home Office Personnel Activities,” 
James B. Slimmon, presiding. 

Address — “Health of Home Office 
Workers,” Dr. B. T. D. Schwarz, medical 
director Bankers National Life. 

“Examples of Research Work Valu- 
able to the Insurance Executive: 

1. Effect of physiological factors on 
clerical production—noise, lighting, ete. 

Fatigue and its relation to em- 
Ployes’ attitude and training. 

3. Adaptation of time and motion 
study to clerical work. 

4. Attitude tests. 

5. Training the below-average and 
average. 

Dr. Marion A. Bills, assistant secretary 
Aetna Life. 

Monday Afternoon 

“Social Responsibilities of Employers 
of Clerical Labor,” F. L. Rowland, sec- 
retary Lincoln National Life. 

“Employes’ Loan Funds,” Peter Gris- 
wold, assistant secretary Aetna Cas- 
ualty & Surety. 

Discussion of Afternoon Papers: 

Discussion Leaders—G. W. Skilton, 
comptroller Connecticut General Life; 
A. E. Smith, comptroller Security Mu- 
Mutual Life (N. Y.); J. R. Sykes, vice- 
president and comptroller Fidelity Mu- 
tual Life; Walter Klem, assistant ac- 
tuary Mutual Life of New York. 

Tuesday Morning, April 17 

“Organizing and Operating a Planning 
Department.” 

General chairman, Ralph R. Coombs, 
assistant secretary Massachusetts Mu- 
tual Life. 


———_ 







“Home Office Planning:” 

1. Rapid growth of planning prob. 
lems in recent years. 

The organization of a typical de. 
partment. 

3. The scope of activities. 

4. Personnel. 

5. Methods of operating. 

Ralph R. Coombs, assistant secretary 
Massachusetts Mutual. 

“Fundamental Principles Underlying 
the Planning of Office Routines” as ap. 
plied to: (1) Departmental analysis, (2) 
standard practice instructions, (3) 
motion time analysis, (4) creation of 
standards, (5) control of production, 
Henry F. Fathauer, planning-supervisor 
Lincoln National Life. 

“The Planning of Office Routines:’ (1) 
Machine methods, (2) performance 
records, (3) departmental operating 
audits, (4) form control, (5) placement 
of personnel, D. M. Stevenson, secretary 
planning department, London Life. 


Tuesday Afternoon 


“Budgetary Control.” 

General chairman, Gordon A. Hard- 
wick, vice-president and comptroller 
Penn Mutual Life. 

“Possibilities and Limitations of 
Budgetary Control,” Gordon A. Hard- 
wick. 

“Principles of Budgeting as Applied to 
Life Insurance Companies and Budgetary 
Control of Home Office Expenses,” Frank 
P. Samford, president Liberty National 
Life. 

“Budgetary Control of Agency Ex- 
penses” (branch office), F. R. Gale, comp- 
troller Continental American Life. 

“Budgetary Control of Agency Ex- 
penses” (general agency), Ray W. 
Simpkin, agency assistant Connecticut 
Mutual Life. 

“Budgeting as an Aid to the Defini- 
tion of Administrative Policies and to 
the Actuarial Functions,” speaker to be 





selected. 
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* GUARDIAN LIFE * 


'» NEWS 


SINGLE PREMIUM 
SPECIAL INCOME ANNUITY 


To the Guardian’s attractive Special Income An- 
nuity contracts (for which there has been no 
increase in rates) has been added a Single Premium 
Special Income Annuity! Its reception by the 
Guardian field is typified in the comment of Louis 
B. Levi, Co-Manager, LEVI BROTHERS AGENCY, 


Evansville, Indiana: 


‘‘This new Annuity is just what we need today !’ 


* 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


ESTABLISHED 1860 


NEW YORK CITY 


Percy Sullivan Charged With 
Operating Confidence Game 


Percy B. Sullivan of Decatur, IIl., who 
figured spectacularly in fire insurance 
transactions years ago, has been ar- 
rested and bound over to the grand 
jury in Marion county, IIl., the county 
seat of which is Salem. Mrs. Clara Pick 
of Centralia swore out a warrant lead- 
ing to Sullivan’s arrest. He was charged 
with operating a confidence game. The 
matter was referred to the Illinois in- 
surance department and according to re- 
port Sullivan claimed he was an em- 
ploye of the department and had been 
sent to assist Mrs. Pick in settling her 
claim against a mutual benefit associa- 
tion. According to Mrs. Pick, he se- 
cured power of attorney from her and 
settled with the association for just 
enough to pay his commission. 

The matter was investigated by State’s 
Attorney Ward Holt of Marion county. 
The department recently issued a letter 
to all mutual benefit associations in IIli- 
nois requiring them to withhold pay- 
ments to anyone claiming to act for a 
beneficiary under power of attorney 
until the matter had been referred to 
the department, giving all details. 





Canada Life Sees Healthy Trend 


The Canada Life reports that at the 
end of February reinstatements showed 
an increase of 10 percent while gross 
surrenders decreased 36 percent under 
the same period last year. Distinct im- 
provement in the surrender, policy loan 
and reinstatement situation was ob- 
served by the Canada Life during the 
last quarter of 1933 and the trend is 
continuing. 

The number of policy loan agreements 
issued in February was the lowest of 
any month in the last year and a half, 
while the amount repaid on account of 
existing policy loans during the same 
month exceeded January, which was the 
best month for repayments in 18 months. 


The General American Life has been 























licensed in Georgia. : 


Congressional Bills Aimed 
at Mail-Order Companies 





Companies which solicit insurance by 
mail are much concerned over two bills 
filed in the house of Congress which 
would require appointment of an agent 
to accept service in every state from 
which business was secured. The mail 
order companies interpret the measures 
as affecting all insurance companies 
which send premium due notices to pol- 
icyholders. They say removal of a pol- 
icyholder to a state in which a company 
was not licensed would require the 
securing of a license there. 

The bills are House Bill 6902, intro- 
duced by McSwain and House Bill 7999, 
introduced by Cartwright. They are 
similar in text and intent. They would 
make it unlawful for an insurance com- 
pany to use the mails to solicit insur- 
ance in a state without appointing an 
agent to aecept service of summons, and 
consenting to jurisdiction of the state 
court. 

Penalty of $1,000 to $10,000, and/or 
two to 20 years in prison is prescribed. 
The U. S. Department of Justice would 
enforce the act. 


Official Interprets Measures 


An official of a mail order insurance 
company states that Bill 7999 would 
force a company to take licenses in all 
states to which policyholders moved, in 
order to send them premium notices or 
receipts. He said companies would be 
forced to reenter Texas which they quit 
because of the Robertson law. To do so 
they would be forced to pay premium 
tax on all their Texas business for every 
year they had remained out of the state. 


To Liquidate Lincoln Companies 

LINCOLN, NEB., March 29.—The 
Nebraska department has been ordered 
by the district court to take over for 
purposes of liquidation the National Old 
Line Life and the Indemnity of Amer- 
ica, both of Lincoln, operated by Rees 
Wilkinson. The department says both 
are insolvent and further operation 1S 
hazardous to policyholders and credi- 
tors. 
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Washington Agent 
Views Replacement 





Howard C. Ries of Everett, Wash., 
an agent of the Equitable Life of New 
York, in writing about rewriting, makes 
the following comment in a letter to 
THE NATIONAL UNDERWRITER: 

“My observation of the rewriting evil 
leads me to the conclusion the solu- 
tion lies with the companies. The 
forces at work are elemental and will 
be controlled only by positive action. 
The man who could afford to pay back 
the loan, in addition to paying the reg- 
ular premium is not disposed to do so 
because the policy loan is usually not 
the only debt he owes and he is look- 
ing for an opportunity to get out of 
debt. Cancellation of his policy is an 
easy way to liquidate one item, the use- 
fulness of which can be restored, ap- 
parently, with little cost, except for the 
cash values, by taking new insurance. 

“The man who can not pay off the 
loan had better have his policy rewrit- 
ten for there is no good reason for 
his wasting the money paid for interest, 
if he can get new insurance. I say this 
with full knowledge that it is rarely 
possible to show a bookkeeping advan- 
tage in favor of the new insurance, not 
to mention other advantageous provi- 
sions which the policy may contain. But 
we know that there is better than a 50- 
50 chance that the policy will lapse ul- 
timately anyway, if a heavy loan is be- 
ing carried, so why let the situation ride 
to a fall? 

“I believe the companies should of- 
fer, when the loan is first made, to re- 
issue the policy for a reduced amount 
with an adjusted premium. In most 
instances, additional insurance could at 
once be written to overbalance the re- 
duced protection. The loan would be 
out of the picture and the most potent 
argument of the twister removed. In 
addition, it would seem that the com- 
panies might profitably engage in an 
institutional advertising campaign, sell- 
ing the idea that the policyholder is not 
‘borrowing his own money.’ ” 


Clerical Staffs 


Penn Mutual Life and Home Life of 
America People Pursuing 
Management Courses 


in Classes 





Philadelphia companies’ clerical staffs 
are forming educational classes to go 
over the course prescribed by the Life 
Office Management Association. The 
Penn Mutual staff has formed six dif- 
ferent educational classes, four of which 
are taking up the Life Office Manage- 
ment Association program. They are 
studying various phases of life insurance 
home office procedure. Some 208 are 
enrolled in these courses. A total of 
195 have registered for the examinations 
to be held in May. This class conducted 
by N. W. Rowley of the Stevenson 
Agency is for the purpose of instructing 
licensed clerks interested in life under- 
writing. They hold discussions on pres- 
ent day methods of distribution, the use 
of organized sales talks, prospecting, 
newer policy forms, and use of policy 
options. 

The sixth class, directed by E. L. 
Reiley is one dealing in life insurance 
fundamentals with a term of 20 weeks 
and having an enrollment of 240. So far 
the class has covered the history of life 
Msurance in this country and will be 
followed by the development and oper- 
ation of term and legal reserve life and 
endowment plans, in addition to a dis- 
cussion of principles involved in the cal- 
culation of premiums. It will cover un- 
derwriting principles in determining divi- 
ends, surrender values and other policy 
Provisions. 

A class of 40 employes from the home 
office of the Home Life of America in 
Philadelphia has been formed to study 
the course prescribed by the Life Office 
“anagement Association. Discussions 
are held every Tuesday and Friday 





afternoons at the close of business un- 
der the direction of Prof. C. M. Kahler 
of the Wharton School of the Univer- 
sity of Pennsylvania. 


Jackson, Miss., Philadelphia 
Stage Notable Campaigns 





JACKSON, MISS., March 29.—Fi- 
nancial Independence Week was observed 
here under a proclamation by the gov- 
ernor. Commissioner Riley spoke on 
the radio. Programs were arranged by 
the Mississippi Association of Life Un- 
derwriters, E. H. Hix being chairman 
of the committee. P. K. Lutken, ex- 
ecutive vice-president Lamar Life, and 
W. C. Wells, vice-president and general 
counsel Lamar Life, also spoke. Mr. 
Lutken’s young son Peter, Jr., made a 
life insurance talk in one of the junior 
high schools. 


PHILADELPHIA DRIVE SUCCESSFUL 


In Philadelphia the drive went over 
successfully. Production was at least 
10 percent over that in last year’s drive, 
and business put on the books amounted 
to $8,00,000. Strawbridge & Clothier, 
leading department store, paid tribute 
to life insurance in advertisements and 
sponsored a life insurance tea, attended 





by 900 women and addressed by Stanley 
Martin, of Columbus, O. Some 1,100 
agents and policyholders attended the 
mid-week luncheon of the Philadelphia 
Association of Life Underwriters. 


Electrocardiograph Results 
Are Told by Dr. E. H. Lines 


Dr. Ernest H. Lines, medical direc- 
tor of the New York Life, in discuss- 
ing the use of the electrocardiograph, 
states that a recent report showed that 
66 percent of those so examined were 
found normal while 34 percent were im- 
paired. During the past year, the New 
York Life has had more than 1,000 ex- 
aminations of this character for new 
insurance, about 200 more than the 
previous year. The employment of the 
electrocardiograph is required where the 
application is for $300,000 and over, by 
agreement with all companies. In ad- 
dition, the New York Life uses it where 
there is a medical doubt. 

The company is also getting more re- 
quests for electrocardiograph examina- 
tions for review of applicants who have 
carried insurance for a year or two 
and who believe their health is im- 
proved. Of the more than 1,000 such 
examinations in the past year about 30 
percent showed an improvement. 











Advises Orphan Assured 


to Beware of Twister 











Some of the companies in order to 
protect their business from possible 
raids, are circulating, with form letters, 
policyholders of their agents, who make 
new connections, particularly where 
there is any ground for suspicion that 
the agent may go out to switch his old 
policyholders. The form used by one 
company advises that the agent, who 
sold the policy, is no longer with the 
company and therefore may not give 
the proper service. 

“It is quite possible,” the letter con- 
tinued, “that an agent of another com- 
pany may approach you with the sug- 
gestion that you drop your insurance 
and replace by new insurance in his 
company. Replacements of this kind are 
financially unprofitable to a policyholder, 
and the agent handling such a change 
would be the only one to profit thereby. 
If a proposition of the kind mentioned 
is ever presented to you, we would sug- 
gest that you notify us immediately. 

“We are sending this letter as a safe- 
guard to you, inasmuch as Mr. Blank is 
no longer in a position to offer you serv- 
ice in our company.” 








This is one of a series of advertisements, reproducing the pages 
of a new book,“ The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N-Y. 


ETHELBERT IDE LOW 
Chairman of the Board 


JAMES A. FULTON 
President 
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Need Seen for Organized 


Research in Life Insurance 





HARTFORD, March 29.—The op- 
portunities for improving the agency 
operations of life companies through 
organized research are stressed in a 
special reports “Progress Through Re- 
search,” made by the Life Insurance 
Sales Research Bureau. Not only is 
the need for research shown but sug- 
gestions are made for the organization 
of research departments and considera- 
tion given to the special fields in which 
work of this kind proves more bene- 
ficial, 

A few of the problems suggested by 
the bureau as being typical of those 
worthy of being given more attention 
by the companies are: 

Is it possible to determine, in advance, 
how much new business the company 
should try to put on the books each 
ear? 

Should the company pay more atten- 
tion to women generally in its sales 
program? To what extent is the pur- 
chase of insurance by men influenced by 
the attitude of women toward it? 

Should the company increase its em- 


phasis on production clubs or abolish 
them? What is the value of its pres- 
ent clubs? 

Should the company use more or 
fewer contests and campaigns? Are 
these methods of stimulating produc- 
tion profitable? 

What is the most effective method of 
financing new agencies? 

Is there an optimum size for an 
agency? Is there a constant relationship 
between size and the various factors 
related to costs and profits? 

Should the company change its rein- 
statement program? What kind and 
how much of reinstatement activity is 
profitable? 

Could the company improve its se- 
lection of agents by employing psycho- 
logical tests? 

Should the company establish mini- 
mum standards of efficiency for various 
clerical jobs in agency offices of va- 
rious sizes? 

What kind of compensation will most 
nearly pay an agency manager for doing 
what the company wants him to do? 








Union Central Boosts Rate 
of Single Premium Annuity 





The Union Central Life has an- 
nounced an increase in the single pre- 
mium annuity rates effective May 15. 
The new scale is the same as that 
adopted by a large number of companies 
and is known generally as the Equitable 
Life of New York scale. The Union 
Central is one of the last of the larger 
companies to increase its rates. 


Ecker Resigns as Director 


Because of the possibility that some 
action by the bondholders of the Den- 
ver & Rio Grande Western Railroad 
may be necessary to protect their in- 
terest, President Ecker of the Metro- 
politan Life has resigned as a director 
of that railroad. Such action by the 
bondholders might be in conflict with 
the interest of the shareholders, he 
stated, in explaining his resignation, ad- 
ding that his action was not intended to 
reflect on the credit of the road or the 
policies of the management. While the 
exact date of his resignation was not 
given out, it is understood to have taken 
place after the railroad had failed to 
meet its interest obligation. 


Toncray Succeeds Fetter 


Leo Toncray has been appointed man- 
ager for the Central States Life at Kan- 
sas City, Mo., succeeding W. H. Fetter, 
who has been appointed western super- 
visor for Missouri. 





General Agents, Managers 
in Richmond May Organize 


Neil D. Sills, Richmond, Va., man- 
ager for the Sun Life of Canada, is 
chairman of a committee named at a 
meeting of general agents and managers 
to look into the advisability of forming 
a club or council for discussion of prob- 
lems affecting the operation of their of- 
fices. The organization would function 
as a subsidiary of the Richmond Asso- 
ciation of Life Underwriters. Other 
members of the committee are Spiller 
Hicks, Provident Mutual, and H. F. 
Sharp, Atlantic Life. 


Norton Seattle Speaker 


C. C. Norton, manager Olympic 
agency New York Life, spoke to the 
Seattle Life Managers Association on 
“Getting Established Agents Back into 
Production.” 

. C. Behan, vice-president Massa- 
chusetts Mutual, and S. T. Whatley, 
vice-president Aetna Life, were guests 
of honor. 


Mott Celebrates 32nd Anniversary 


A testimonial party was given G. E. 
Mott, New London, Conn., manager of 
the Metropolitan Life, on his 32nd anni- 
versary with the company. W. H 
Hawkes, Bridgeport, chairman Connecti- 
cut Managers Association, was the prin- 
cipal speaker. 


Despite Physical 
Handicap, Agent 
Elliot Succeeds 





S. A. Erickson of Mankato, Minn., 





general agent of the Northwestern Mu- 
tual Life, announces that J. A. Melone, 
formerly general agent in southern 
Minnesota and recently district agent 
with supervision over Olmsted and Wa- 
basha counties, has resigned after an 
association with the company for more 
than 40 years. He will give his time 
to his personal business. 

R. P. Elliott has been appointed as 
district agent with headquarters in the 
Dental Clinic building at Rochester. 

The St. Paul “Pioneer Press” in an- 
nouncing Mr. Elliott’s appointment 
states that being an arthritis victim he 
is unable to sit down. He eats his meals 
standing up. As a result of five years 
of arthritis, when he was a youth, his 
spinal column, hip joints and upper leg 
bones are one solid bone in the shape 
of an inverted “Y.” When he goes toa 
barber shop for a haircut, he stands 
while the barber does the work. When 
he is in his office he is either standing 
up or flat on his back on a settee. He 
drives a car using a reclining attitude. 
In spite of this physical handicap Mr. 
Elliott has made a great success fn his 
business. He makes from 4 to 15 calls 
a day soliciting prospects. 


Exclusively an Insurance Man 


G. C. Humphrey has resigned as vice- 
president of Sears, Roebuck & Co., to 
devote his entire attention to his duties 
as president of the three insurance com- 
panies owned by the mail order house— 
the Hercules Life, Allstate and Allstate 
Fire. He is primarily a financial man. 


Vice-president Hands IIl 


L. T. Hands, vice-president and gen- 
eral manager Michigan Life, Detroit, is 
confined to Grace hospital for an indefi- 
nite period. 


Referred to Edwards Agency 


A news item in THE NATIONAL UNDER- 
WRITER relating to a large group case on 
the National Tea Company place in the 
Aetna Life, referred to the R. S. Rob- 
erts general agency of the Aetna Life in 
Chicago. This should, of course, have 
been the R. S. Edwards agency. 


Agency 100 Percent Ahead 


The Caperton general agency of the 
State Mutual in Chicago to date is 100 
percent ahead of production in the same 
period last year. 


L. L. Johnson, vice-president Conti- 
nental Assurance of Chicago, has just 
returned from a month’s vacation in 
Florida, most of which was spent in the 





vicinity of Winter Haven. 


Acacia Mutual Managers 
and Agents at Conference 





RECENT ADVANCES REVIEWED 





Gather in New York with Home Office 
Officials to Discuss Plans for 
the Year 





Managers and agents of the Acacia 
Mutual from 16 branches met in New 
York two days this week, in conference 
with home office officials, including 
President William Montgomery, Vice. 
president J. P. Yort and Executive Sec. 
retary B. A. Harlan, C. L. U. Results 
of 1933 and early 1934 were analyzed 
and plans laid for the remainder of the 
year. 

The theme of the meeting was “Gain 
Through Quality Business.’ The Aca- 
cia’s “Quality Club,” which carries with 
it cash bonuses in return for profitably 
persistent first and second year busi- 
ness, has been steadily increasing in 
membership. There was a “debit and 
credit” campaign to qualify with qual- 
ity business for attendance at the New 
York convention. 

President Montgomery told how agents 
can make their business more profitable. 
Home Office Supervisor B. B. Hudnall! 
discussed quality of business. Dr. J. B. 
Nichols, medical director spoke by “wired 
radio” from the home office on how the 
underwriting department works to in- 
clude all quality business and protect it 
from acceptance of undue risks. 

F. J. Halliday, assistant actuary; Dr. 
J. R. B. Hutchinson and others also 
spoke. Through loud speakers the New 
York convention heard cases discussed, 
analyzed, approved and rejected in the 
home office at Washington. 

The agents met with Assistant Coun- 
sel Eugene Thore and Assistant Secre- 
tary George Link, C. L. U., in a ques- 
tion and answer clinic. 

“Gain Throuch Quality” was the sub- 
ject of the managers’ meeting, presided 
over by Manager R. C. Suter, Balti- 
more. President Montgomery and Vice- 
president Yort spoke on company aims 
and led discussions of ways and means. 
A dinner ended the convention. Presi- 
dent Montgomery’s 40 years of service 
were toasted by Manager S. J. Roberts 
of Philadelphia. 


Conservative Life Gains 


The Conservative Life of South Bend, 
Ind., reports an increase in paid-for new 
business of 40.3 percent for March as 
against March, 1933. In addition to this, 
the company reports another increase in 
insurance-in-force as against a decrease 
for the same month in 1933. This com- 
pany has had an increase in insurance- 
in-force each month for the first three 
months of 1934, as against a decrease 
for the first quarter of 1933 of over 





$500,000 dollars. 























Your Company Connections Should Be 
More Than Just An Agency Contract 


You Want— 


—a sound, conservative Company. 


—a Company which will not sell out nor reinsure. 
—pleasant relations with the Home Office staff. 


--Home Office Sales Co-operation. 


—and, of course, a liberal Agency Contract. 





Agents of (Gard 


enjoy these features to the 
fullest possible extent. 





For Information, write 


Home Office, Madison, Wis. 
C. M. Kremer, Supt. of Agents 


Insurance Company 
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Says Agent Is the “Goat” 
Under Compensation Plan 


(CONTINUED FROM PAGE 2) 


daily regeneration, and affording rebuff 
and discouragement on every hand. For 
the courage it takes to stay in a busi- 
ness which is generally given low re- 
gard by many, to ‘battle under discour- 
agements to provide food and shelter 
for widows and children, the old age 
comforts and financial security for fam- 
ilies, the agent must be the “goat” in 
the race to make a living for his own 
family. 

Lapsed Business Serious 

Indictment Against System 


When the staggering figures on 
lapsed business are considered, a_seri- 
ous indictment is leveled at the life in- 
surance business or the agency system. 
Most lapses occur during the first three 
years of the policy. Recognizing this to 
be true, why not compensate the agent 
adequately during those three years, so 
that he can afford to service such busi- 
ness and still make a living? Some of 
our best companies at one time paid 3 
renewals of 15 percent. Today one of 
the very oldest and largest companies 
pays 3 renewals of 12 percent if the 
agent so desires. On that basis, the 
agent could afford to give personal serv- 
ice during the first three or four years 
until the policyholder has become at- 
tached to his policy and in the habit of 
paying the premium. 

My suggestion would be to pay the 
present first year commission and four 
renewals of at least 10 percent. On this 
basis, agents would not delude them- 
selves regarding a nine years’ income, 
but would be in the position of seeing 
a better income during the first four 
years of the new business, and the ne- 
cessity of establishing retirement plans 
for themselves out of more reasonable 
income they would be earning, 


Recommends More Liberal 
Treatment for General Agent . 


In this suggestion lies some hope for 
the struggling small general agent, who 
is trying to build an agency, keep the 
wolf from his own door, and meet some 
of the necessary agency expenses while 
the agency is growing. The general 
agent should receive at least 5 percent 
renewal overwriting for four years. 

With larger agent renewals, he could 
afford to help the new man get started, 
with the prospect of reimbursement rea- 
sonably soon, if the new agent should 
quit. With 10 percent renewal for the 
first four years, the general agent could 
profitably finance conservation efforts. 

A system should be devised by the 
companies, so that all new agents re- 
celve a fixed weekly advance of at least 
$15 to $20, in addition to their com- 
missions, for a period of one year, un- 
less previously discharged. With a mod- 
erate but certain weekly income, the 
agent would be relieved of his financial 
worries, and could develop successful 
selling methods, and could be compelled 
to subscribe to the proper training and 
regular habits in his work. The com- 
pames could hardly lose on that basis, 
ecause if such a financed agent wrote 
only $50,000, the renewals to the com- 
Paty would offset any debit balance, if 


- agent should fail or leave the busi- 
ess, 


Face Rewriting Problem 
on Loaned Policies Squarely 


The companies should squarely face 
the problem of rewriting of lapsed or 
‘ttlously loaned policies. In more nor- 
mal times, a loan has always been the 
irst, step to lapsing. There is no use 
idding ourselves. American policyhold- 
es will not repay the $4,000,000,000 in 
Policy loans, and they are not going to 
fputinue to pay 6 percent interest on 
at huge sum, when premiums are al- 
ady burdensome. I may be wrong, but 
vill p airaid that “pure protectionists” 
je ave easy going, unless life agents 
€ permitted to hold their policyholders 








Y Tewriting when necessary or advis- 


able, being paid a full commission for 
doing the work. 

Life insurance has stood up under 
changing economic conditions. If there 
exist abuses in management, some think 
the business should be purged instead 
of permitting further injustices to con- 
tinue uncorrected. Life insurance is 
largely. a commercial enterprise, after 
all, and if more than 400 legal reserve 
companies and about 390 fraternals can 
exist, and charters for new companies 
continue to be issued, we can hardly 
deny life insurance buyers the right to 
look to life agents for information, and 
it is their prerogative to buy new poli- 
cies in place of old, if they choose, which 
is in accordance with the recent deci- 
sion of the Missouri supreme court. And 
the honest life insurance agent must not 
be put in jeonardy or forced to turn 
aside from sales by restrictions or loss 
of commissions for services he performs. 


Industrial Companies 
Liberalized Agents’ Contract 


The life agent is entitled to a “new 
deal.” Industrial companies have re- 
cently improved their agency contracts. 
A new basis of compensation must be 
provided. The life agent must not con- 
tinue to be the “goat.” His calling and 
service are vital to human happiness, 
and he is entitled to equitable compen- 





sation. The door of good earnings must 
be held open to attract men of char- 
acter and ability. Policyholders are be- 
coming more enlightened, and will 
demand -a skilled and intelligent under- 
writing service, and those who render 
it must be adequately paid. While com- 
panies were taking care of every other 
department of the business, nothing was 
done to help the agent. Instead he was 
asked to give more service, found his 
sales curtailed by. economic conditions, 
and the little business available increas- 
ingly declined by the tightening of com- 
panies’ underwriting practices. 


Better Business Conditions 
Not Solution to Problem 


It is time that someone spoke a good 
word for the earnest life insurance 
agents of our country, who have grimly 
carried on in the face of mounting dis- 
couragements under recent conditions. 
The earnings of the vast majority of 
agents have always been inadequate for 
the ability required to sell life insur- 
ance successfully. The agency forces 
are the life blood of the business, and 
we must not depend on a continual turn 
over of inexperienced men, who come 
and go, and thus lose to the business 
the good agent and the benefit of his 
acquaintance, his standing, his integrity, 
and his experience. Now is the time to 





repair our broken fences and offer rea- 
sonable agency contracts to meet the 
future. It will not be enough to offer 
the platitude that business will come 
easier from now on, because in the pros- 
perous years of the business, the average 
agents were not making a decent in- 
come, and the turn over was just as 
great. Let us raise the standards of 
life underwriting, and invite men of 
higher calibre to make life underwriting 
a career, but make the compensation 
such that high-grade men can afford to 
stay in the business permanently. 


Would Bar Firms of Same Name 


The Canadian senate committee on 
banking and commerce has given ap- 
proval to amendments to the insurance 
laws which would prevent the licens- 
ing of companies with names similar tc 
those of companies already operating in 
the Dominion. 

The amendments were prepared be- 
cause of the decision won by the Con- 
tinental Assurance of Chicago before 
the exchequer court of Canada, which 
held that the present statute is faulty. 
The Continental Assurance was refused 
a license because of the similarity of 
names to the Continental Life of To- 
ronto. 
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Pan-American Agencies 
Have These Advantages 


A full line of Modern Life In- 
surance Contracts, including An- 
nuities, Salary Deposit, Group 
and Wholesale Insurance. 

Low net-cost rates. 

Monthly income disability. 

Agency recruiting and 
plans. 

A positive-working Prospecting ser- 
vice. 

and 


Effective 


training 


sales illustrations 


other sales aids. 
Producers Clubs—Conventions. 
Established collection offices to aid 
policy renewals. 






cA 


Insurance rg 
new agencies in t¢ 


Nine Additional 
FIELD OFFICES 


TO BE OPENED BY THE 


PAN-AMERICAN 


Agency development plans of the Pan-American Life 
call for the opening of a number of 
e company's domestic territor 
1934. New managers will be appointed in Savannah, Geor- 
gia; Charlotte, Raleigh, Wilmington, and Asheville, North 


during 


Carolina; Florence, South Carolina and Norfolk, Richmond, 
and a third point in north-central Virginia. 


Well established in these States, the Pan-American is 
favorably known in each of the cities where new managerial 


appointments will be made. 


usually liberal allowances during ear 


A u gene contract with un- 


y years for development 


expense, plus the fact this company offers practically every 
form of modern ordinary insurance—including also annuities 
and group and wholesale insurance—with up-to-date sales 
aids for fieldmen, practically assures success for the men 


named for these openings. 


Men between the ages of twenty-five and ferty-five, pref- 
erably married, and a of managing an agency and 


able to finance themse 


ves, are urged to write the Home 


Office of the Pan-American if not now under contract. Give 
full particulars as to age, marital status, experience and 
other qualifications including past production, in first letter 


and submit photograph. 


Address Agency Inquiries To 


TED M. SIMMONS, Manager United States Agencies 






PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 





CRAWFORD H.ELLIS, President 








EDWARD G. SIMMONS, Vice Pres. & Gen. Mér. 
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Need For Political Suppression 


One of the curses and chief weak- 
nesses of insurance supervision is the 
political influence that fs brought to 
bear on departments and which to a 
large extent is effective in its purpose. 
Insurance commissioners with few ex- 
ceptions are appointed by the governors 
of the states. Naturally therefore poli- 
tics has played a part in the appoint- 
ment. It is seldom that we find a 
governor, rising above all political con- 
siderations, making the appointment 
strictly on merit. 

The commissioners as a whole con- 
stitute a very capable body of men. 
Freed from so much political influence 
to which they must necessarily bow, 
they would conscientiously meet all the 
duties imposed upon them intelligently 
and impartially. The greatest handicap 
to efficiency in the department is the 
knowledge that there must be a bending 
to political forces. The leaders in the 
party in power and the state admin- 
istration feel that they are under obli- 
gations and when political attorneys, 
legislators or others having considerable 
to say appear at the insurance depart- 
ment or connect with those associated 
with it, the commissioner appreciates 
that he is not his own boss. 

Therefore weaknesses in companies 
that should be strengthened and prac- 
tices that should not be condoned are 
set aside. When vigorous and courage- 
ous action is necessary to bring about 
an objective often the commissioner is 
thwarted in his wishes. Some com- 
panies rely entirely on their political in- 
fluence to carry them through when 
they know they are not playing the 
game according to law or have weak- 
nesses that are vital. There may be 
financial conditions that should be cor- 
rected yet pressure is brought to bear 


and nothing is done. In this way some 
companies have been allowed to con- 
tinue and their weaknesses have grown. 
As the years have gone by their infirmi- 
ties become more important. Instead 
of endeavoring to correct conditions 
that ultimately lead to decay and death 
they rush to the insurance department 
to have the commissioner close his eyes. 
This practice has continued and some 
companies have been built up largely 
by having their weaknesses covered up. 
These last few years have brought out 
the serious infirmities. In some cases 
it has been impossible to deal with them 
and there has been a complete collapse. 
In certain instances commissioners have 
found it possible to effect some correc- 
tion. There has been a compromise 
when influence is brought to bear. This 
has resulted in patch work which is 
better than having done nothing. 

The politically ridden departments are 
thus building up some companies that 
eventually must meet their doom. This 
is particularly true when these institu- 
tions endeavor to become licensed and 
operate in states where political con- 
siderations do not figure to so great an 
extent. 

We have had sorry lessons of ineffi- 
cient and political bank supervision. De- 
positors by the thousands have suffered 
because the state and federal govern- 
ments were lax, incompetent or dis- 
honest. Policyholders of insurance de- 
serve supervision of the most capable 
and honest type. Those in power must 
recognize that certain fundamentals for 
protection and security must be pre- 
served or we are to be confronted with 
problems of a most grave nature. 
Would that politics could be perma- 
nently removed from these two very 
important supervisory offices. 


Constructive Criticism Welcomed 


ALL growing and developing men appre- 
ciate constructive criticism. When one 
reaches a point where he resents sug- 
gestions or comment on his own busi- 
ness he has become mummified. Often 


some person outside of one’s own par- 
ticular enterprise can see weaknesses or 
faults. The man who is growing and 
improving welcomes criticism that is 
worth while. 





PERSONAL SIDE OF BUSINESS 





The Chattanooga (Tenn.) “News” pays 
tribute to T. C. Thompson of that city, 
manager of the National Life of Ver- 
mont, calling attention to the fact that 
the First Baptist Church, colored, in 
Chattanooga, voted him the title, ‘““Chat- 
tanooga’s premier citizen.” The “News” 
in commenting on him said: 

“Power and wealth have meant noth- 
ing to him. Yet his power is that of 
man’s greatest gift—the power to move 
human hearts. And his wealth is the 
admiration, love and respect of his fel- 
low men. Thus this busy man, this man 
who has been mayor, who has filled his 
life with activities in the interest of his 
people, is honored by the humblest of 
his fellow townsmen. Surely it is a 
touching tribute. How much better it is 
to devote one’s life to the relief of dis- 
tress and suffering, to improving the 
conditions of a race against whom so- 
ciety often cruelly discriminates, than to 
build an empire of stocks and bonds 
and gilded palaces.” 


W. H. Brown, Columbus, O., man- 
ager of the Mutual Benefit Life, was 
presented a veteran’s button, signifying 
20 years’ service, by J. S. Drewry of 
Cincinnati, head of the company’s state 
agency. 


F. X. Bodden, vice-president and one 
of the organizers of the Old Line Life 
of America, died at his home in Mil- 
waukee at the age of 65. 


When Dr. C. E. Schilling, vice-presi- 
dent and medical director of the Ohio 
State Life, returned to his office this 
week, he found his desk buried under a 
mass of roses, the gift of the home office 
staff. The occasion was his birthday 
anniversary, which he had failed to note 
until reminded of it by the gift of roses, 
Dr. Schilling was one of the organizers 
of the Ohio State Life more than a 
quarter of a century ago. 


Executive Vice-President William 
McCallum of the American Union Life 
of Tulsa, Okla., is announcing the for- 
mal opening of its new home office on 
the main floor of the Central National 
Bank building. The new location is in 
keeping with the progress of the com- 
pany. 

The Robert H. Clark agency of the 
John Hancock Mutual Life in Boston 
has moved to the Fisk building at 89 
State street. This is the largest John 
Hancock industrial agency and has about 
150 men. Mr. Clark has been with the 
John Hancock for more than 40 years 
and has trained in his agency many able 
life insurance men. 

R. L. Hesse, general agent Lincoln 
National Life at Madison, Wis., is prom- 
inent there as a basketball and football 
coach. Likewise, he often has officiated 
at athletic events. He is fostering a 
basketball team composed of business 
women. The team has won 16 out of 
18 games and is playing for the state 
championship. Mr. Hesse recently 
coached a boys’ team that won 99 out 
of 110 games and was state champion 
for three years. 


A number of home office officials of 
the Lincoln National headed by Vice- 
president A. L. Dern attended the din- 
ner meeting of the Morris Fishman 
agency of Detroit, at the close of the 
first ‘week of a month’s special cam- 
paign by that agency. During the first 
week the production -totaled more than 
$200,000. 


President E. A. Olson of the Mutual 
Trust Life of Chicago has just returned 
from a survey of the company’s eastern 
agencies. He addressed the Western 


Massachusetts Association of Life Un- 
derwriters at Springfield, of which the 





—y 


company’s general agent, W. F. Lar. 
sen, is president, and attended genera 
agency conventions in Boston and Hart. 
ford. Approximately a third of Mutua 
Trust policyholders reside in the Ney 
England states and better than a thir 
of the company’s new business comes 
from that territory. 

W. M. Horner, well known life ip. 
surance man, who was formerly manager 
of the Provident Mutual Life at Minne. 
apolis, and has gone with the Frank 
Meline Company of Los Angeles to take 
care of the life, health and accident de. 
partments, is a national figure. H. M, 
Knight is manager of the insurance de. 
partment of the firm, as it does all sorts 
of insurance. Mr. Horner, while at 
Minneapolis, came into prominence as 
an advocate and producer of business 
life insurance. The Meline Company 
is one of the largest real estate insti- 
tutions in southern California. 


Hiram M. Taylor, Maysville, Ky., re. 
tired general agent of the Northwestern 
Mutual Life, has been appointed chair- 
man of the Mason county relief com- 
mittee and CWA work. 

Mr. Taylor began his business career 
in Maysville as agent for the North- 
western. As a member of the firm of 
C. B. and H. M. Taylor, he served as 
West Virginia general agent for 13 
years, with headquarters at Wheeling, 
and later for 12 years in Philadelphia. 


John M. Laflin, who is being trans- 
ferred by the Penn Mutual to Omaha as 
general agent, for three years has had 
charge of the company’s agency at 
Portland, Me. Mr. Laflin entered life 
insurance work following the war, with 
the Northwestern Mutual at Milwaukee. 
He took the life insurance course at 
Carnegie Institute of Technology under 
John A, Stevenson. Then he served for 
a time at Eau Claire, Wis., as district 
agent for the Northwestern "Mutual and 
then as field supervisor at Peoria, Ill. 

His next connection was with the 
Holgar J. Johnson agency of the Penn 
Mutual at Pittsburgh, as educational di- 
rector. He graduated from one of the 
agency building schools at the head 
office. 

In connection with the election ol 
Arthur Coburn, former vice-president of 
the North American Reassurance of 
New York, as_ vice-president of the 
Southwestern Life of Dallas, it is in- 
teresting to know that prior to the 
death of President T. W. Vardell, he 
had negotiations on with Mr. Coburn 
to take the vice-presidency. Mr. Co- 
burn had not decided to accept the po- 
sition. Mr. Vardell was anxious for 
him to go to Dallas and to become of- 
ficially connected with the company. 
Mr. Vardell died and on the election of 
C. F. O’Donnell as president, he con- 
tinued the negotiations, resulting in Mr. 
Coburn accepting the post. 


D. E. Curtin, of the Curtin-Lewis 
agency, St. Joseph, Mo., general agents 
Service Life, has received the Demo- 
cratic nomination for mayor of his city. 


Arthur H. Challis, general agent at 
Seattle for the Massachusetts Mutual 
Life, was honored at a luncheon, which 
was attended by Second Vice- Presi 

C. Behan from the home office. 
Challis was appointed general agent 2 
years ago at Peoria, Ill., by Mr. Behan. 
He has been located in Seattle 12 years. 


Olaf I. Rove, chief examiner of titles 
in the legal department of the North- 
western Mutual Life, Milwaukee, bs 
retire from active service April 15, 
70th birthday and the 41st wl 
of his connection with the company 
Mr. Rove who is Norwegian vice-const 
for Wisconsin, came from Oslo, Norw® 
50 years ago. He graduated from the 
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aw school of the University of Wiscon- 
in and several years later joined the 
vorthwestern Mutual. He will leave 
April 18 for New York to sail April 
»; for Norway, and from May until 
September will sail, fish and swim in 
he Norwegian fiords. He was knighted 
2 1911 by the king of Norway and in 
1921 was given the decoration of Com- 
ander of the Order of St. Olaf, the 
second highest honor bestowed by Nor- 


way. 


A. M. (“Pick”) Embry, Kansas City, 
{o., general agent of the Equitable Life 
of New York, has purchased the Clete 
Bell plantation of 400 acres, near his 
boyhood home at Atkins, Ark. Some 
eight months ago Mr. Embry chartered 
4 special train to take his entire agency 
staff to Hot Springs National Park, Ark., 
and en route he stopped at Atkins to 
shake hands all around and appear at 
4 banquet given in his honor at the 
Methodist church. 


John S. Anderson, Minot, N. D., is 
celebrating the completion of 20 years 
of continuous service as an agent of the 
New York Life. He received a watch 
fob set with diamonds from the com- 


pany. 






























Arthur E. Brigen, 72, president of the 
‘Rochester (N. Y.) Life Underwriters 
Association in 1921 and 1922, died last 
week. For more than 25 years he had 
been one of the largest producers there 
of the Northwestern Mutual. 

Another severe attack of heart trouble 
forced Insurance Director Lee Herd- 
man of Nebraska, to take to his bed a 
few days ago, a return of an old ail- 
ment that sent him to the hospital for 
several months last year. He will be 
able to return to duty within the week. 


The engagement of Bernon F. 
Mitchell, San Francisco general agent of 
the General American Life, to Miss 
Donna Buttner was announced infor- 





mally as Miss Buttner was leaving on 
a five months’ trip around the world. 
Mr. Mitchell, who is the son of E. For- 
rest Mitchell, insurance commissioner 
of California, was formerly analyst for 
the California department. Miss Butt- 
ner was also with the department for 
several years following completion of 
her studies at the University of Cali- 
fornia. 

C. C. Greer, Alabama superintendent 
of insurance, was called to his old home 
near Vernon by the death of his father, 
D. H. Greer, 88, after a short illness. 


G. H. Shepard of the Johnston & 
Clark general agency of the Mutual 
Benefit in Detroit has been commended 
by President John R. Hardin on the 
completion of 25 years with the com- 
pany. During his career with the Mu- 
tual Benefit he has produced almost 
$10,000,000 of business. For more than 
1,000 weeks he has secured at least one 
application each week and for two years 
led the United States in the number of 
lives insured. 


A. Morgan Duke, president of the 
Trinity Life, has been named as presi- 
dent of the American Trust Company of 
Fort Worth. 


Dr. J. W. Graybill of Newton, Kan., 
grand master of the A. O. U. W. since 
1911 and grand medical examiner from 
1907 to 1911, died in a Junction City 
hospital, a victim of double pneumonia 
contracted on a recent trip to Arizona. 
Dr. Graybill, 63, had been an active 
physician and surgeon in Newton since 
1898. He served in the Kansas senate 
1925-1927 and was lieutenant governor 
of Kansas 1929-1933. His son, Russell, 
is editor of the “Junior Workman,” 
organ of the A. O. U. W. 


Prof. H. L. Reitz, head of the mathe- 
matics department of the University of 
Iowa, addressed the Iowa City cham- 
ber of commerce on “Life Annuities.” 








NEWS OF THE COMPANIES 





Palmer Wins Peoria Victory 





Illinois High Court Holds Insurance 
Director Has Sole Right to Name 
Receiver—Rehearing Requested 





The status of the Peoria Life case is 
icertain in view of the decision of the 
Illinois supreme court that the insur- 
ance director has the exclusive right 
of naming receivers for insurance com- 
panies in the state courts and ordering 
Circuit Judge Niehaus of Peoria to ex- 
punge his appointment of George A. 
Shurtleff and C. V. O’Hern as co-re- 
celvers for the Peoria Life. 

Judge Niehaus has petitioned for a 
tehearing before the supreme court and 
he obtained a stay of mandate from Su- 
preme Court Justice Herrick on the ex- 
Punging order. The decision of the IIli- 
Nols supreme court was unanimous and 
therefore, the likelihood is that the de- 
ston will be reaffirmed. 

he decision was a victory for In- 
surance Director Palmer, who nomi- 
— O’Hern as receiver, after Niehaus 

lad appointed Shurtleff. Shurtleff im- 
mediately began working in behalf of 
Mutualization of the Peoria Life. The 

toria Mutual Life proposal has been 
under fire and objections to the pro- 
Posal were heard by a master. Judge 
Niehaus has not yet rendered a decision 
on the objections, 

ad the supreme court held for Nie- 
aus, conditions would undoubtedly 
pr become chaotic, for unscrupulous 

*s teys might then have appeared be- 
CreiY circuit court in the state and 
‘used receivers to be appointed. 

Bi general impression is that if and 

2 n the Illinois supreme court reaf- 
Bi Its decision, then new bids for 

surance of the Peoria Life business 





will be taken and the same process will 
be followed as in other receiverships. 
That is, the Peoria Mutual Life plan, if 
it is kept alive, will likely start from 
scratch with other bidders. 

Before word was received that Justice 
Herrick had granted a stay, O’Hern filed 
a motion in circuit court to dismiss the 
intervening petition and strike the pro- 
posed contract of the Peoria Mutual Life 
from the files. In support of his mo- 
tion, O’Hern urged that the supreme 
court has definitely settled that the di- 
rector of insurance and not the court 
has authority to arrange for disposition 
of the insolvent company and that pend- 
ency of the intervening petition inter- 
feres with the rehabilitation, reorganiza- 
tion, or reinsurance of the Peoria Life. 
Since a stay of the supreme court’s 
mandate has been granted pending a re- 
hearing, it is improbable that any action 
will be taken at present upon Mr. 
O’Hern’s petition. 

In the mandamus case, the supreme 
court holds in the following language 
that the receiver is not a judicial but an 
executive officer. 

“By it (the 1925 insurance act) the 
administration of the affairs of an in- 
solvent insurance company became 
vested in an executive officer of the state 
rather than in a receiver appointed by 
the court. By the amendment of the 
1925 act, which was made in 1929, these 
duties were shifted from the director of 
the department of trade and commerce 
to a liquidating receiver appointed by 
the director of insurance.” 


Celebrates Silver Anniversary 

The Midland Life of Kansas City is 
conducting a silver anniversary contest, 
beginning March 1 and ending Ang. 17, 
the date on which the company issued 
its first policy 25 years ago. During 
the campaign agents will attempt to 











S708 


TY 


The primary duty of the management of this 


company is to assure the membership con- 


tinued enjoyment of the fundamental mutuality 


upon which the company was founded and 


under which it has functioned during the more 


than eighty-eight years of its existence . . . 


The Mutual Benefit Life Insurance Company, 


Home Office e 300 Broadway e Newark, N. J. 


MUTUAL 
BENEFIT 

















Rockford Life Has a Message for You 


President F. L. Brown 
Rockford Life Insurance Co. 


Rockford, Illinois. 
Dear Sir: 


POPP eee eee seers ese eeeeeeresseessseeese 


With The Company 


SEND ME THE MESSAGE 
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UNUSUALLY ATTRACTIVE 


DIRECT HOME OFFICE CONTRACT 


GREAT REPUBLIC LIFE INSURANCE CO. 














Great Republic Life Building, Los Angele 








In Unassigned Territory 


T. J. McComs, President 


It Concerns Contract Direct 
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$175,169,871.31 


BANKERS LIFE 


‘ "55 Years Old 


ASSETS 
December 31, 1933 


INCOME OVER 
OUTGO 1933 


$4,831,493.77 
sitll 


COMPANY 


Gerard S. Nollen 


President 


Des Moines, Iowa 
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@ A STAR HOTEL 


1400 large rooms...each with 
bath {tub and shower} servidor 
and radio. Single from $2.50. 
Double from $3.50. 


JOHN T. WEST, Manager 
Send for Booklet T 


del | | 


in New York 


*& for BUSINESS...1 block from 
Times Square, 3 blocks from 5th 
Ave. Underground passageway to 
all subways. 


*& for DINING...3 finerestaurants 
to choose from—coffee room, 
tavern grill, main dining room. 
Breakfast from 30c Luncheonfrom 65c 
Dinner from 85c 

* for RECREATION...69 fine thea- 
tres within 6 blocks. 1 block from 
Broadway...4 short blocks to 
Madison Square Garden. 


* for QUIET SLEEP...Our 32 sto- 
ries of fresh air and sunshine as- 
sureyouquietcomfortatall hours. 


NCOLN 





44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 


qualify for the silver anniversary con- 
vention to be held in Kansas City some 
time early in October. 


Abraham Lincoln’s Figures 


The Abraham Lincoln Life of Spring- 
field, Ill, in its new statement shows 
assets $13,367,289 of which $484,477 is 
cash, $1,913,622 government bonds, city 
mortgages $3,829,271, farm mortgages 
$1,960,803, real estate $2,312,797, policy 
loans $2,129,464, preferred stocks $404,- 
164, surplus $351,893, insurance in force 
$68,070,322, total income $617,569. 


Joins Connecticut Mutual 


The Connecticut Mutual Life has ap- 
pointed H. C. Hall of the Federal Land 
Bank of Omaha as assistant supervisor 
of farm loans. He will assist C. P. 
Carter, supervisor, in administering the 
Connecticut Mutual’s farm loans in the 
corn belt section. After soliciting farm 
loans for the Lincoln joint stock land 
bank for several years he became as- 
sociated with E. H. Lougee, Inc., Coun- 
cil Bluffs, Ia., as field appraiser of farm 
loans. He later organized a branch of- 
fice for this company at Sioux Falls, S. 
D., and for several years was manager 
of its Omaha office, subsequently join- 
ing the Federal Land Bank of Omaha. 


Head and Souers on Coast 


SAN FRANCISCO, March 29.—Ac- 
companied by Vice-President S. W. 
Souers, President W. W. Head of the 
General American Life visited here get- 
ting acquainted with the company’s 


agents and personally inspecting inyq 
ments made by the old Missouri Sj 
Life. The two officials also inspegj 
the agricultural section south of § 
Francisco where the company ha; 
number of mortgages. Mr. Head y 
the guest of honor at a luncheon ¢ 
dered by B. F. Mitchell, general ag 
In addition to company men Edy; 
Rainey, state superintendent of bank 
and F. V. Keesling, vice-president We 
Coast Life and president of the Ame 
can Life Convention, attended. Ip 
informal talk at the luncheon Mr. Hy 
outlined the status of the company 
explained the reinsurance of the }j 
souri State Life. 


Northland Life to Reinsure 


A hearing has been set for April 
on the petition of the Northland Li 
of St. Paul to reinsure its business } 
the Modern Life, also of St. Paul. Ty 
last statement of the Northland shoy; 
about $250,000 business in force. 


General Agent Elected Director 


William Trowbridge of Westfield, P: 
general agent for the Farmers & Tra 
ers Life of Syracuse, N. Y., has be 
elected a director of that company. D 
H. B. Doust has been elected third vic 
president. 


Burke Organizing Company 


E. H. Burke, who was president ¢ 
the defunct Cosmopolitan Life of Chi 
cago, is now at Hammond, Ind., orgu. 





izing the Hoosier National Life. 








LIFE AGENCY CHANGES 





Aetna Advances F. E. Pence 


Topeka Assistant Goes to Oklahoma 
City as General Agent Succeeding 
J. A. Wood 


The Aetna Life has appointed Ferris 
E. Pence, Topeka, general agent aft 
Oklahoma City, succeeding J. A. Woed, 
resigned. Following his army experi- 
ence as an air service officer, Mr. Pence 
was in 1919 elected cashier of the Citi- 
zens State Bank of Jewell City, Kan., 
his birthplace. His duties included the 
supervision of certain life insurance ac- 
tivities, and developing a strong interest 
in the life business he joined O. T. Crop- 
per, Aetna Life general agent at Topeka, 
as supervisor. He established a high 
record in sales development work and 
in June, 1930, was made assistant gen- 
eral agent. He is well known in the 
Aetna Life organization, particularly by 
virtue of the active part he has taken 
on regional meeting programs. As as- 
sistant to Mr. Cropper, Mr. Pence has 
had opportunity to extend his organiza- 
tion and sales promotion activities and 
to broaden his executive responsibilities. 


Wood in Service 15 Years 


Mr. Wood had been general agent for 
the Aetna Life in Oklahoma for 15 
years. During this period Mr. Wood’s 
agency wrote $69,000,000 new business 
for his company and built an agency 
that stands among the first in Oklahoma 
City. He has also been active in asso- 
ciation work, having served as president 
and chairman of the executive commit- 
tee of the life underwriters organiza- 
tion. He is also known in national cir- 
cles, having addressed the National as- 
sociation at various meetings. Mr. 
Wood is expecting to make another con- 
nection, negotiations being under way. 


S. J. Sondheim 


_S._J. Sondheim has been appointed 
district manager at Reading, Pa., for 
the A. Rushton Allen agency of the Un- 
ion Central Life in Philadelphia. Mr. 
Sondheim has been operating the largest 
children’s clothing store in the Read- 





Will Be Michigan Manager 


Mapes & Saylor, Detroit, District Mar 
agers Columbian National Life, 
Given Broader Field 


Mapes & Saylor, district managers fot 
the Columbian National Life in Detrot, 
have been appointed state managers fo! 
lowing the discontinuance of the Ret 
Beasaw general agency there. Mr. Bee 
saw, who has represented the compat! 
for several years, will devote lis 
entire time to the “Michigan Insu- 
ance News,” of which he is publisher 
Mapes & Saylor will move to large 
quarters and expand their activities. 

The firm is composed of Darl ?. 
Mapes, who was_ superintendent « 
agencies for the Columbian Nation 
many years ago, and B. F. Saylor, to 
15 years an officer of the Bank of De 
troit. Mr. Mapes has been in the it 
surance business in Detroit for * 
years. W. H. Birdsall, underwriter " 
the agency for the past 12 years, li 
been appointed associate manager. 


Opens Suburban Office 


J. P. Devine, general manager of ti 
home office agency of the Union (th 
tral Life, has opened a branch _oilite 
in Norwood, a suburb of Cincinmat 
Sid Marean, who has been with the Ur 
ion Central since 1930, will be in chars 
of the new office, and T. B. Florer, 
representative of the Devine Agency ! 
the past year, will be cashier. The 
fice is located in the Norwood Home 
Savings building, Sherman avenue. 


C. C. King 


C. C. King, Arkansas manager o the 
Great Southern Life, is resigning 0) 
come field representative of the J”. 
Hancock Mutual Life in charge © 
agency organization. 


C. F. Criswell 


C. F. Criswell, former executive : 
retary of the Detroit, Chicago <a 
Cleveland life underwriters orga he 
tions, has been appointed manage rey 


sec’ 





ing district. 


brokerage department of the G. * 





March 


ouse | 
Vationa 
vith th 
me Mu 
is ass¢ 
ears if 
Jnited 
ife. 


The | 
BP 
and, O: 
‘Ox bt 
Smead, 
ire tim! 
agency. 
Dregon 
f Oreg 
ife the 
ery SU 
tuction 


upervi 


LE. 
agent a 
nesota 
has be 
eral ag 
southwe 


fo td 
ance W 
years | 
Wash., 
tana L' 
and not 








1 30, 19 


March 30, 1934 


LIFE INSURANCE EDITION 





17 




















ng inva 
ouri Sty 
inspec 
of § 
ny has 
Head y 
heon te 
ral age 
1 Edy 
of bank 
lent Wg 
he Ame 
A. dae 
Mr. He 
pany a 
the My 









nsure 


r April 
land Li 
usiness j 





rector 


field, Ps 
& Trat 
has bee 


any. Dy 




































ouse general agency of the Lincoln 
ational Life in Detroit. He has been 
‘ith the Johnston & Clark agency of 
he Mutual Benefit there. In addition to 
is association work he has spent three 
ears in field supervisory work with the 
inited States Life and Buffalo Mutual 


ife. 











E. F. Peterson 


The Pacific Mutual Life has appointed 
_F. Peterson as general agent in Port- 
bnd, Ore., with headquarters in the Wil- 
ox building. He succeeds M. E. 
mead, who resigned to devote his en- 
ire time to personal production with the 
pgency. Mr. Peterson is a native of 
Dregon, a graduate of the University 
{ Oregon, and has been with the Aetna 
ife there for many years. He has been 
ry successful, both in personal pro- 
uction and in agency organization work. 














C. B. Tuttle 


C. B. Tuttle has been made assistant 
agency manager in the Kemp 
agency of the Equitable Life of New 
York in Chicago. He has been group 
supervisor in the agency. 
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L. E. Leedom, for many years district 
agent and leading producer of the Min- 
nesota agency of the Lincoln National, 
has been promoted to associate gen- 
eral agent. He will have charge of 
southwest Minnesota. 





H. L. Craver 


H. L. Craver, who has been in insur- 
ance work in California for the past 12 
years has returned to Walla Walla, 
Wash, as general agent of the Mon- 
tana Life in southeastern Washington 
and northeastern Oregon. 


Paul D. Bailey 


Paul D. Bailey has been appointed 
general agent Ohio State Life at Wil- 
lamsport, Pa., with offices at 317 Pine 
street. He has been with the Equitable 
e of New York and the Philadelphia 
Ite. 








Robert H. Smith 


Robert H. Smith, 24 years in life in- 
surance work and 20 years in agency 
work, in territory including seven states, 
has been appointed to develop the San 
Antonio city agency of the Great Ameri- 
tan Life of that city. He was formerly 
director of southeastern agencies of the 
American National Life of Galveston, 








agency director in Texas for the Pro- 
tective Life of Birmingham and for a 
number of years with the Life of Vir- 
ginia, recently as San Antonio manager. 


E. E. Spear 


E. E. Spear, who has been general 
agent of the Penn Mutual Life at Coun- 
cil Bluffs, Ia., will go to Shenandoah, 
Ia., May 1 to write personal business. 
The Council Bluffs agency is being 
transferred to Omaha and Des Moines. 
J. E. Rutherford, Des Moines general 
agent, will supervise the Council Bluffs 
territory. Mr. Spear has been with the 
Penn Mutual 20 years. 


L. H. Echols 


L. H. Echols has been appointed 
Richmond general agent for the Minne- 
sota Mutual Life, covering eastern Vir- 
ginia. For the past six years he has 
been general agent there for the Ameri- 
can National of Galveston. 


J. R. Dearing 


J. R. Dearing, Roswell, N. M., has 
been appointed general agent of the 
American Life of Denver for southeast- 
ern New Mexico. He was formerly 
general agent of the Central States Life 
at Abilene, Kan. 


M. Lifsher, J. Fisher 


Morris Lifsher, assistant Pittsburgh 
manager for the Scranton Life, has been 
named manager, succeeding Julius 
Fisher, resigned. 

















Life Agency Notes 








The Legion Life Agency Company, 
Elkhart, Ind., has been incorporated by 
E. F. Lux, H. A. Visel and W. B. Ashton. 


R. L. Hesse, general agent Lincoln 
National Life at Madison, Wis., has ap- 
pointed Jack Whiffen district agent at 
Janesville, Wis. 

M. H. Bloomberg has been appointed 
district manager at Richmond, Va., of 
the National Life of Vermont under S. 
T. Rhodes & Son, state agents at Roa- 
noke. 

W. E. J. Edwards, formerly district 
manager of the Massachusetts Mutual 
Life at Lansing, Mich., has joined the 
New England Mutual as district man- 
ager for several counties in Michigan. 

R. M. Feese, Somerset, Ky., has become 


branch manager at Lexington, Ky., of 
the John Hancock, suceeding H. L. 
Smith, resigned. Mr. Feese was for- 


merly publisher of the Somerset “Com- 
monwealth.” 
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Three Regional Conferences 





General American Life to Hold Meet- 
ngs of General Agents in April in 
San Antonio, St. Louis, Pittsburgh 


_ Three regional general agency con- 
erences will be held in April by the 
ye American Life. President W. 
". Head, John J. Moriarty, agency 
‘ce-president, and other officers will 
‘tend these meetings. 
The initial conference will be for 
8, Seneral agents April 5 at San 
‘ntonio, the second for middle west 
— agents April 11 in St. Louis 
the third for eastern agencies in 
“{Sburgh April 19. 
Mor: addition to Mr. Head and Mr. 
the hen? those who will attend from 
vale office will be E. E. Brill, vice- 
ok group department; D. W. 
Pkins, assistant to the president; O. 
Pr assistant actuary, and J. T. 
vill Cgeubetintendent of agents. Each 
men nn the relation of his depart- 
to the men in the field. 
€ guest of honor at each of thes 
gs will be the full-time agent in 
Snvention city who on March 31 


Meeti 
the ¢ 





has shown the greatest progress in ad- 
vancement to the paid-for premium 
quota assigned him for 1934. 


Plan Northwestern Mutual Meet 


MILWAUKEE, March 29.—Plans 
for the annual meeting of the North- 
western Mutual Life Association of 
Agents at the home office July 23-25, 
were made at a meeting here of officers 
and members of the standing committee 
of the association. Four officers of the 
company will speak, one at each of the 
main sessions of the annual meeting. 
Twenty-two successful producers, rep- 
resenting all classes and divisions of the 
honor system, will discuss life insurance 
selling at the clinics, in quizzes and 
through talks. 





Set 1935 Meeting Dates 


The 1935 production clubs’ conven- 
tion of the Equitable Life of Iowa will 
be held July 9-10 in Toronto. This 
will be a joint meeting of the presi- 
dent’s, agency and organization clubs. 





The National Union Life Association, 
Richmond, Va., has been incorporated as 
an assessment life and casualty company. 
W. H. Hornsby of Lackey, Va., is presi- 
dent. 


Field men of THE LINCOLN 


NATIONAL LIFE INSURANCE 


COMPANY of Fort Wayne. 


- 


Indiana, have paid for 53% more 


date in 1934 


business to 





than they did in the same period 
last year ...Mareh 5, 1934. was the 


second largest day in the 


Company's history. 











Massachusetts Mutual 
a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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NEWS OF LIFE 


ASSOCIATIONS 





Tri-State Congress Is Held 


Ohio, Kentucky, Indiana Agents Hear 
Anderson, Hull, E. B. Thurman 
and Coffin 








The annual Tri-State Sales Congress 
for Ohio, Kentucky and Indiana agents, 
was held in Cincinnati last week under 
the auspices of the Cincinnati Life Un- 
derwriters Association. The meeting 
was successful from standpoint of at- 
tendance, there being nearly 400 pres- 
ent, and because of the quality of the 
program. 

The speakers were C. Vivian Ander- 
son, president National Association of 
Life Underwriters, E. B. Thurman, gen- 
eral agent New England Mutual in Chi- 








Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 

















cago, Roger B. Hull, managing direc- 
tor National Association of Life Under- 
writers, and V. B. Coffin, superintendent 
of agencies Connecticut Mutual. 

Mr. Anderson cited the possibilities of 
developing business by approaching the 
prospect on the subject of his will. He 
also asked the agents to eliminate twist- 
ing and to help their fellow agents as 
much as possible in ‘making a living from 
the business, stating “you will be more 
successful and satisfied if you are a por- 
tion of a successful business.” 

Mr. Thurman spoke on “Harnessed 
Power” and gave many examples of ma- 
terial things which are of no value un- 
less they are properly harnessed to do 
the work they should. 


Better Equipped for Interview 


Mr. Coffin urged his listeners to give 
more study to the prospect and his needs 
and to be more fully equipped intelli- 
gently to talk about his problems before 
conducting an interview, thus avoiding 
“second thoughts” as he reaches the 
street later and back-calls to present an 
idea that he should have had in the 
first place. He said the agent should 
give more intelligent attention to sales 
presentation, more analysis of the need 
(“Do not assume you have all the facts 
and angles—dig down deep and learn 
all”), more visual appeal by looking for- 
ward with the prospect to the actual 
results of his purchase, more prepara- 
tion for the close, more understanding 
of psycholgy, more militancy for the 
institution of life insurance and a deeper 
feeling of the importance of his work 
and the benefits he gives others. 

The congress had expected to have 
Leon Gilbert Simon of New York as one 
of the speakers, but he was unable to 
attend at the last minute. 


* OK OK 


Over 600 at Louisiana Meet 





Outstanding Speakers at Association’s 
First Sales Congress Held at 
New Orleans 





NEW ORLEANS, March 29.—An 
attendance of 600 marked the first sales 
congress of the Louisiana Life Under- 
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writers’ Association which from 66 
members a few months ago has ex- 
panded into an organization of 300. 
Outstanding speakers included Dr. E. 
G. Simmons, vice-president and genera! 
manager Pan-American Life; c. 
Bayless, Houston, general agent South- 
land Life; E. W. Owen, Detroit man- 
ager Sun Life of Canada; Joe Maryman, 
Aetna, Little Rock; C. C. Day, Okla- 
homa City general agent Pacific Mutual 
Life, and Dr. Louis Binstock, New 
Orleans. 

Dr. Simmons said that life insurance 
is not only the greatest business in the 
world but it is one of the most effi- 
ciently conducted. Using a blackboard 
to illustrate the strong points of his talk, 
Mr. Day emphasized the maintenance 
of income, which he claimed is the most 
important factor in living today. Time 
will come, he said, when the children in 
the schools will be taught the relation 
of life insurance to the maintenance of 


income which preserves the family 
structure. : 
Mr. Day assailed the prophets of 


gloom and urged confidence in the es- 
sential value and solidity of the life in- 
surance business. 

In his talk Mr. Owen showed paste- 
board keys to success, among them 
being: work, honesty, ambition, perse- 


verance, character, integrity and coop- 
eration. 

As the head of the advertising com- 
mittee, John W. Murphy, Pan-Amer- 
ican Life, secured extensive publicity 


for the congress. 
* * 


St. Louis Sales Congress Is 
Attended by 500 Life Men 


ST. LOUIS, March 29.—Approxi- 
mately 500 agents attended the half-day 
sales congress of the Life Underwriters 
Association of St. Louis. Paul Speicher, 
of the “Insurance Research & Review,” 
told of the sound economy of life insur- 
ance in perfecting the future safety of 
the average man. 

John Morrell, Chicago associate man- 
ager Equitable Life of New York, spoke 
on “An Up-to-Date Hedging Process- 
Annuities.” He said that in hedging 
against life uncertainties the normal 
business man is confronted with the 
problem of living too long, and that if 
he will write a will it should show what 
he is trying to accomplish and then he 
will know what life insurance will do to 
help ‘him accomplish what he has set out 
to do. He added that up to four years 
ago he had not personally sold an an- 
nuity and his whole process of selling 
was built up on the death side of life 
insurance. 

“Just as a business sets up a reserve 
for the depression of its property values, 
so every individual should set up a re- 
serve for the depreciation of his physical 
self,’ Mr. Morrell declared. “By the 
purchase of annuities the individual can 
enjoy some of the fruits of his labor and 
still leave ample funds for his depend- 
ents. Instead of a man aged 65 leaving 
$100,000 he can use $50,000 of it to buy 
himself a $5,000 a year income for life, 
leaving the balance of his estate to his 
dependents.” 

Frank H. Davis, vice-president Penn 
Mutual Life, talked on “Rational Op- 
timism.” He predicted that life insur- 
ance will continue to share in the im- 
provement in business, adding that a 
vast new market for life insurance has 
been created by the circumstances that 
caused the depression. 

Brief talks were made by Superin- 
tendent R. E. O’Malley of Missouri, M. 
L. Seltzer, general agent Aetna Life in 
Des Moines, and Arch Moores, presi- 
dent of the St. Louis association. 

ami ides coke 

St. Cloud, Minn.—Closer cooperation 
between life agents and attorneys in 
drawing trust agreements was urged by 
W. P. Murphy, attorney. A _ properly 
drawn trust agreement is as important 
in connection with life insurance for the 
proper distribution of life insurance 
funds as is a will for the proper distribu- 
tion of property, he said. 

i ae, a 
Michigan—J. T. Peterson of Morphy & 
Peterson, general agents Berkshire Life, 
has been appointed representative of the 
Qualified Life Underwriters of Detroit on 
the advisory board of the state associa- 
tion. Miss Marian McClench, Massachu- 
setts Mutual, will represent the Ann 
Arbor association; B. H. Duff, Great 
West, the Flint association, and J. H. 
Nelson, Massachusetts Mutual, the Bay 
City organization. Representatives of 
the Lansing, Jackson, Grand Rapids, 
Kalamazoo and Saginaw associations 
were previously announced. 
ee 
Nashville—Ernest Owen, manager of 
the Sun Life at Detroit and secretary of 
the National association, pointed to the 
13 keys for success in selling. 
Witherspoon, president of the associa- 
tion, announced that membership had 
reached 237, an increase of over 100 per- 
cent above former ow records. 
* 

Detroit— The annual sales congress 
will be held April 13, with morning and 
afternoon sessions and two special noon 








writing under 
Chicago, and the other 
men under the auspices 


is chairman. 
general agent 


who will preside. 
setts Mutual, is general 
* * x 
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Furey 
Winnipeg, Man.—At a one-day edu fii dent | 
tional sales congress, the opening yf. T. 
dress was given by Rt. Rev. Mer. T, yi electe 
Morton, with inspirational talks ay 
demonstrations by J. A. Sully, P. V. Boy Siot 
and C. P. Weir. held 
. W. A. 
Utah County (Utah)—Ernest HalvedlM ing h 
son, Provo, has been elected presideni jy, Cu 
and S. R. Sorenson, Provo, secretary. yutu: 
treasurer. sales 
+ 2.2 presic 
San Diego, Cal.—John W. Yates, Lf was | 
Angeles general agent Massachusetts! ments 
Mutual Life, spoke on “Being in Lowi yitea 
with Your Job.” Dr. I 
*x *k * who 
Oklahoma City—The monthly meeting Cw, 
has been advanced to March 30, as, Brake 
joint meeting will be held with th ton, } 
chamber of commerce, with Ernest Y, Centr 
Owen of Detroit, secretary of the Nr rett, 
tional association, as key speaker. is he: 
* * x Aba 
Missouri Slope (Bismarck, N. D.)—} MeCo 
E. Buttweiler has been elected presi. presic 
dent; D. E. Kast vice-president; Mr Silzer 
S. D. Cook, secretary; Mrs. L. B. Sowle, agers 
treasurer, and Mrs. C. C. Kaiser, chait- Getty 
man program committee. 
* * * Pit 
Los Angeles—At a joint meeting with tende 
the Los Angeles Breakfast Club, E. J voted 
L’Esperance, Imperial Life of Canaia mitte 
presided. E. L. Webster, New York Life, detail 
and J. S. Kendall, Prudential, were hosts man, 
W. M. Hammond, president of Ls man. 
Angeles association and general ageit 
Aetna Life, spoke on the need for fur tha 
ther education of the public in regard t tion 
the value of life insurance. Dr. F. P ari 


Woellner, University of California at Ls New 
Angeles, spoke on “The Extra Slice,” by 


which title he referred to life insurance von 
to protect persons against poverty 0 
want in old age, and also to _ protec Chi 
widows and fatherless children from the ¢ 
destitute circumstances. Burr McIntosh Apeil 
and Wm. B. Stannard, Connecticut Gen day. 
eral, chairman of the program commit ont 
tee and vice-president of the association, 
also spoke briefly. — 
* * * pe 
Fort Wayne. Ind.—M. L. W oodwari, 
Detroit general agent Northwestern Mu 
tual T.ife, will sneak April 18 on “Why 
Men Fail and Some Succeed.” 
* * * : —— 
Des Moines—Prof. William Irwin ¢ s 
Washburn College, Topeka, in addres 
ing the sales congress here, said the life Th 
insurance business because of its splet Swan 
did record during the business depfe Mutu 
sion has a splendid future. H. J. Cum were 
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Life, stressed three points in life insut reall 
ance selling: Prospecting, presentatim ent; 
and time and effort control. Methots B. Si 
used to secure business in 1905 treast 
told by F. M. Peterson, Bankers mgr meeti 
Iowa, Red Oak, Ia.; W. J. Walker, Mt comn 
tual Life of New York, Mason City, 7a appoi 
E. F. Gauthier, Northwestern Mutut re 
Life, Corning, Ia.; R. N. Howes, Aetna , 
Life, Clinton, Ia. are ¢ 
+ 2s 
Birmingham, Ala.—F. M. See, 7 
agent New England Mutual, St. — Du 
gave two addresses at the sales suf Santa 
gress. J. E. Acuff, vice-president # N 
& Casualty, Nashville, declared ae rhe 
trial insurance is no longer “the “ mit! 
wheel” of the business, there being the play | 
000 to 90,000 industrial agents I ieee they 
country, 83,000,000 policies in 68 et seate 
panies, or an average of two i and | 
John | for each home. Industrial insurance pe ber o 
force is more than $17,500,000,000, per 
aid. 4 
r Other leading speakers included ae tual | 
Motschenbacher, New Orleans, mane the n 
Sun Life; D. R. Mason, genera ue 
Aetna, Jacksonville, Fla. and oi N] 
McBride White, Birmingham anes Ay 
The loving cup won by Birmingham it: New 
year for greatest increase in me April 
—— 0’Co 
Servit 
agent 
centr 
Nois, 
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ship of any association was displayed. 
there are 438 paid-up members, com- 
pared with 257 last year when it won 
the trophy. 

* * * 

Fort Wayne, Ind.—A. L. Kirkpatrick, 
insurance editor, and P. S. Hanna, editor 
of the Chicago “Journal of Commerce,” 
spoke at a banquet. 

*x* *k x 
pittsburgh—Arrangements are being 
made for a sales congress April 27. 
Owing to press of other duties, W. R. 
Furey has resigned as first vice-presi- 
dent of the Pittsburgh association, and 
H. T. Burnett, Reliance Life, has been 

elected to succeed him. 

* * x 

Sioux City, Ia.—A sales congress was 
held Saturday, with 100 in attendance. 
w. A. Irwin spoke as an economist, tell- 
ing how he looks on life insurance. H. 
J. Cummings, vice-president Minnesota 
Mutual Life, took up various points of 
sales procedure. There was a luncheon 
presided over by Sam Simonsen, who 
was general chairman of the arrange- 
ments committee. The public was in- 
vited to a meeting in the evening when 
Dr. Irwin gave another talk. Others 
who participated in the luncheon were 
G. U. Silzer, Equitable of Iowa; H. E. 
Brake, Provident Mutual; W. B. Mor- 
ton, Mutual Benefit Life; W. H. Wright, 
Central Life of Iowa, and C. R. Gar- 
rett, Northwestern Mutual. Dr. Irwin 
is head of the department of economics 
at Washburn College, Topeka. H. E. 
McComb, president of the association, 
presided at the morning session; Gus 
Silzer, president of the Sioux City Man- 


agers Club, in the afternoon, and L. B. 
Gettys in the evening. 

* * 
Pittsburg, Kan.—At a meeting at- 
tended by 31 life underwriters, it was 
voted to form an association. A com- 


mittee of seven was appointed to outline 
details of organization. Fred Holder- 
man, Equitable of New York, was chair- 
man. 
> se 5 
Independence, Kan.—A new associa- 
tion has been formed with about 30 
members. C. O. Braden, Equitable of 
New York, is president; F. M. Houck, 
Travelers, vice-president, and Frank De- 
Vore, Aetna Life, secretary-treasurer. 
* *K A 
Chicago—The annual sales congress of 
the Chicago association will be held 
April 19 at the Hotel Sherman, lasting all 
day. J. R. Hastie, Mutual of New York, 
past president of the association, is 
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Pacific Mutual Has New Scale 


Dividend Change Will Have Effect of 
Increasing Net Cost About 
3.5 Percent 








The Pacific Mutual Life announces 
that on May 1 a new dividend scale will 
be put into effect, the result of which 
will be to increase the average net cost 
to the policyholder about 3.5 percent 
of the premium. 

President G. I. Cochran explains that 
action was deemed necessary because of 
a distinct drop in interest rate on in- 
vestments; disability losses resulting 
from present economic conditions and 
because of the advisability of marking 
down securities and strengthening con- 
tingency reserve. 

The interest rate of 4.9 percent on 
dividends left at interest and other 
monies on deposit will continue effec- 
tive, as it has since July 1926. The 
company will continue to pay dividends 
at the end of the first policy year. 





Farmers & Traders Life 


The Farmers & Traders Life of Syra- 
cuse, N. Y., is adding single premium, 
retirement income at ages 55, 60, 65 to its 
list of policies. 


Federal Union Life 


Disability benefits have been discon- 
tinued by the Federal Union Life of Cin- 
cinnati on new business effective April 1. 








chairman of the committee in charge, 
and will preside jointly with President 
R. L. Davis. It is planned to have seven 
nationally known speakers. Walt Tower, 
managing director Chicago association, 
is assisting in arrangements. 
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SWANSON AGENTS ORGANIZE 


The 25 full-time agents in the H. G. 
Swanson agency of the New England 
Mutual in Chicago have organized an 
association, with James Prentiss, Jr., 
last year’s production leader, as presi- 
dent; Harry Benner, vice-president; C. 
B. Simpson, secretary, and Phil Hoche, 
treasurer. The association plans to hold 
meetings each Monday morning. Five 
committees of five agents each have been 
appointed, they being the executive com- 
mittee, sales promotion, grievance, wel- 
fare and entertainment. 


* * 
HAVE DISPLAY IN LOBBY 


During financial independence week, 
Samuel Heifetz, manager Mutual Life of 
New York in Chicago, and Jesse E. 
Smith, manager Prudential, set up a dis- 
play in the new Field building, in which 
they are tenants. An attendant was 
seated at a desk, passing out company 
and life insurance literature and a num- 
er of placards were set up. Mr. Smith 
and Mr. Heifetz alternated, one day Mu- 
tual Life literature being given out and 
the next Prudential. 

xk * * 
NEW YORK: LIFE CONFERENCE 


ms. regional educational meeting of the 
New York Life will be held in Chicago 


Fg 17. It will be attended by C. J. 
, Onnell of the home office agency 
aa bureau. Attendance of 400 


caida 1s expected, mainly from the 
a department and the state of Illi- 
of 80 Owever, there will be upwards 
ales ae in attendance from the mid- 
brask €partment, including Iowa, Ne- 

aska and South Dakota. Dick Oliver, 





inspector of agencies-at-large, St. Louis, 
will be on the program. 


BOOTH SLATED FOR PRESIDENT 


Ralph I. Booth, mathematician in the 
Chicago branch of the Travelers and fel- 
low of the Actuarial Society of Amer- 
ica and associate of the American Insti- 
tute of Actuaries, is in line for election 
as president of the Chicago Actuarial 
Club. He is now vice-president. The 
annual meeting will be held late in April. 
President W. M. Johnson of the club, 
actuary Central Life of Illinois, pre- 
sided for the last time at the monthly 
meeting this week. A round table dis- 
cussion of actuarial problems in a new 
company was conducted. 

= % 
BUSINESS ON THE UPTURN 


Chicago life offices all agree that 
there is a noticeable upturn in business. 
Many showed a good increase in busi- 
ness, both in January and February. 
The agents have a far more optimistic 
outlook than they had during the last 
three years. They are working harder 
and getting results. There are no 
large policies of any consequence being 
written. However there are many more 
smaller policies and in the aggregate 
they make a good lot of business. 

0-8 
SEEKS FOREIGN SERVICE MEN 


The Sun Life of Canada is making a 
bid for people in the United States that 
are going abroad for a prolonged pe- 
riod. A number of corporations with 
affiliations in other countries are send- 
ing representatives to these countries. 
The Sun Life issues policies at tropi- 


cal, sub-tropical or special rates, but the 
extra rates apply only while the policy- 
holder is in the foreign country. It 
operates extensively in a number of for- 
eign lands including England, South 
America, Egypt, Ceylon, India, South 
Africa, China, Japan, Java and Singa- 
pore. The Chicago office recently wrote 
a policy for a newspaper correspondent 
assigned to Japan. A large oil com- 
pany sent a representative to Meso- 
potamia. A packing company appointed 
an executive for the Argentine. A com- 
pany manufacturing adding machines 
appointed a representative to be sent to 
China. A missionary went to India and 
secured a policy. All these were writ- 
ten at special rates applying in these 
different countries. 


Orders Pamphlet Withdrawn 


A pamphlet entitled “Security in Life 
Insurance,” written and distributed by 
Mark W. Savage of the Detroit agency 
of the Mutual Benefit Life, has been 
ordered withdrawn from circulation by 
Commissioner Gauss of Michigan as 
being inimical to the best interests of 
the business. The pamphlet, which was 
severely criticised by officers of the 
Qualified Life Underwriters of Detroit, 
contrasts stock and mutual companies 
in such manner as to reflect upon the 
stability of the former, ir the opinion 
of the commissioner. 





Increased Sales, Decrease in 
Lapses in Mountain Field 





DENVER, March 29.—Life insurance 
business in the mountain territory is 
considerably improved, according to va- 
rious agency reports. New paid busi- 
ness is exceeding that of correspond- 
ing periods a year ago. There is a de- 
cided trend to annuities. This form of 
contract is said to have a particular ap- 
peal to people who have been employed 
in institutions which distribute pensions 
among their old employes, showing that 
their education and experience have 
given them an appreciation of the an- 
nuity contract. 

The percentage of lapses has sharply 
decreased, according to reports of prac- 
tically every agency queried, and policy- 
holders are repaying the loans made 
against their policies in the darker days 
of the depression. Agents are obtain- 
ing more cash with their settlements 
than they did when they were accepting 
notes. One agency manager reported 
that one of his policyholders recently 
came in to pay his premiums for five 
years in advance. Many of these con- 
ditions are attributed to greater con- 
fidence in life insurance investments, ac- 
quired as the result of the splendid 
record of the companies throughout the 
business depression. 
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By R. B. 


MONTGOMERY MEN TO MEET 


The Montgomery Round Table, a 
group of —— which meets every} 
month to discuss sales ideas under the 
direction of L. L. Montgomery, who is 
well known for his work in stimulating 
production in life insurance and in sell- 
ing generally, will hold its anniversary 
meeting with a dinner April 3. Dr. H. 
C. Link, secretary-treasurer Psycholog- 
ical Corporation, will speak. 





STATUS OF CREDITORS’ CLAIMS 


The status of creditors’ claims on the 
cash values of policies issued (a) before 
the enactment of Section 55a of the New 
York insurance law on March 31, 1927, 
and (b) since that date is clarified by a 
decision by Justice Frankenthaler in 
supreme court, to which attention is 
directed by Albert Hirst, counsel New 
York State Life Underwriters Associa- 
tion. The court held that Section 55a 
; protects policies issued after the enact- 
' ment of that section, even though cred- 
itors’ claims may have arisen before 
March 31, 1927, but does not protect 
policies issued prior to that date. 

“To my knowledge, no court had here- 
tofore passed on the question of exemp- 
tion or non-exemption of policies issued 
after March 31, 1927,” Mr. Hirst said. 
“It is highly gratifying that the first 
decision thus to be rendered is in favor 
of the insured.” 

Another case noted by Mr. Hirst, 
though not involving any new law, is in- 
teresting as reasserting certain prin- 
ciples. Justice Russell in city court, 


AS SEEN FROM NEW YORK 


MITCHELI 





Kings county (Brooklyn) denied a cred- 
itor’s motion for a mandatory order 
requiring a debtor to pay to the sheriff 
the cash value of a life policy in which 
the wife of the debtor is the beneficiary. 
Justice Russell pointed out that the 


creditor’s contention was apparently 
based on a similar case, but in which the 
policy was payable to the insured’s 
estate. 


* * * 

MORE PROTECTION FOR TRUSTS 

Legislation which would give trusts 
somewhat the same protection as is en- 
joyed by insurance policyholders has 
been suggested by Albert Hirst, counsel 
New York State Life Underwriters As- 
sociation. In a communication to the 
New York “Law Journal” Mr. Hirst 
pointed out that many trust agreements 
are drawn by attorneys who are evi- 
dently exercising less than maximum 
zeal in behalf of the grantor of the 
trust, with the result that he is not pro- 
tected to the extent that he might be in 
case of anything going wrong with the 
trust short of willful negligence or de- 
fault on the part of the trustee. 

Mr. Hirst models his proposed statute 
largely on Section 101 of the New York 
insurance law, which compels the inclu- 
sion of certain provisions in insurance 
policies and makes such provisions ap- 
ply even if they were not in the policy. 
The law should recognize that the per- 
son making the trust, like the insurance 
buyer, is not likely to go into the de- 
tails and technicalities of the trust agree- 
ment, Mr. Hirst said. 











Secured in Week 


(CONTINUED FROM PAGE 3) 


sults proved that more business can be 
written if greater efforts are exerted and 
more work is done. 

There was written by Chicago agen- 
cies in the week total volume of $29,- 
718,400, it was reported by Walt Tower, 
managing director Chicago Association 
of Life Underwriters. This was greater 
volume than in any week since 1929. 
Mr. Tower said 125 agencies reported. 
The final results will be increased ap- 
proximately $5,000,000 when reports 
from 35 additional agencies are received. 
Richmond, Va., life offices report $2,- 
551,000 written in the week, or approxi- 
mately $500,000 more than was written 
during Financial Independence Week 
last year. Nearly $2,400 was spent in 
newspaper advertising. 


Indianapolis Results Are Good 


The week’s effort in Indianapolis 
yielded 4,742 applications for $5,042,090 
and much business in prospect which it is 
believed will run the total to more than 
$6,000,000. A membership drive was also. 
conducted by the Indianapolis Associa- 
tion of Life Underwriters, Howard Ny- 
hart, chairman, reporting membership 
502. Former Commissioner J. C. Kidd 
congratulated Indianapolis agents on re- 
sults at a luncheon. 

In proportion, other larger Indiana 
cities did about as well. There was 
great activity in cities having life under- 
writers associations, particularly South 
Bend, Gary and the Calumet section, 
Fort ayne, Evansville and Terre 
Haute. 





Contest for Oldest Policy 


The week was successful in Birming- 
ham, ending Saturday with a sales con- 
gress of the Birmingham Association of 
Life Underwriters. The association held 
a contest to fird the person with the 
oldest life policy in force, the $10 prize 
going to a life insurance man, C. P. Orr, 
76, president Southern Life & Health, 
and former British vice-counsel in Bir-' 


with the Aetna Life July 20, 1872. He 
spoke at the congress on ‘What it 
means to keep a policy in force 62 
years.” 

Ninety-five policies were entered in 
the contest, 86 being in force 30 years or 
more. Newspapers cooperated in the 
hunt for the oldest policyholders. J. O. 
Ogle, general agent Pan-American Life, 
was general chairman for the week. 

J. Huey is president of the association. 

The Pittsburgh Life Underwriters 
Association is compiling honor rolls on 
the week’s work, according to B. 
Metheny, chairman of the general com- 
mittee. It is estimated 75,000 persons in 
Pittsburgh alone were personally ad- 
vised of ways in which insurance can 
lead to financial independence. 


Sales Congress in Cincinnati 


Cincinnati life men and women started 
off with a breakfast March 19, followed 
by the Tri-State Sales Congress Thurs- 
day. These meetings attracted wide 
publicity. 

Under direction of the Lincoln (Neb.) 
Life Underwriters’ Association, educa- 
tional features were stressed. Founda- 
tion was laid for a later drive for new 
business. The agencies and companies 
report substantial increase in business 
for the week. O. R. Frey, president 
Lincoln association, said cooperation 
was excellent. Nearly 300 agents and 
others attended a luncheon of the insur- 
ance subdivision of the chamber of com- 
merce. Prof. W. A. Irwin, economist, 
Washburn college, Topeka, Kan., was 
the speaker. 


Activities in Wichita, Kan. 


The Wichita (Kan.) Life Underwrit- 
ers Association started the week with a 
breakfast, addressed by L. R. Porter, 
Lincoln National, president-elect of the 
association. A playlet entitled “Unwrit- 
ten Policy,” was presented under direc- 
tion of Clayton Mammel, general agent 
Farmers & Bankers. O. L. Smith, Con- 
necticut Mutual,..retiring president,: pre- 
sided. 

The week in St. Paul was an educa- 





SAFE! 


If 




















i arch ‘ 


aol 
evera 

Oklah 
astic OV 
business 
crease 
rwin \ 
ommit' 
dent M 
percent 
parked 
C. h 










ported 
] 


a 
ess. 
$132,000 
Bewley, 








George 
Washington 
Life Insurance 
Company 











percent 
odd, 
iset of t 
.C.S 
50 perc 















Secreta! 
organiz 





Charleston, W. Va. 


Sd o 
Charles L. Preston 
President 
o . 


STRONG! AGGRESSIVE! 


interested in an_ attractive 
Agency Contract, 


Address: 


Ernest C. Milair 
Vice President - Manager of Agencies 












you are 

















tional success. No production quotas 
were set, the effort being purely to edu- 














mingham. His policy was taken out 


cate the. public on the value and possi- , 
bilities of life insurance as. an invest- 
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ment. Dr. ‘C. J. Rockwell addressed 
everal public meetings. 

Oklahoma insurance men are enthusi- 
stic over results obtained. Much new 
business was reported, agencies showing 
increases Of 20 to 50 percent. Albert 
rwin was chairman of the campaign 
ommittee. Edwin Starkey, vice-presi- 
dent Mid-Continent Life, reported 25 
nercent gain in new business and 
arked stimulation of agents’ activity. 
1. C. Mersfelder, Kansas City Life, re- 
orted the best week of any since 1929. 
“ C, Day, Pacific Mutual, reported a 
yealth of new contacts and new busi- 
ess. J. A. Wood, Aetna Life, estimated 
5132,000 new business written. E. G. 
Bewley, New York Life, estimated 20 
percent gain in new business. Jesse 
odd, Central Life, exceeded the goal 
set of two applications from each agent. 
.C. Summy, Phoenix Mutual, reported 
0 percent increase. 

The Jackson (Mich.) Life Underwrit- 
ers Association did the best publicity 
york during the week of any Michigan 
local association affiliated with the 
Michigan state association, according to 
Secretary H. B. Thompson of the state 
organization. A great deal of news- 
paper publicity was obtained by the 
committee headed by G. V. Gregory, 
New York Life, and active support of 
the board of commerce was obtained 
through P. J. Crandall, district manager 
— Life, who is president of the 
oard. 
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Michigan Agents Are Active 





Observance in Michigan was more 
actively promoted by associations than 
ever before. All larger cities were 
bombarded with publicity. In several 
cities breakfast report meetings of as- 
sociations were held it being found that 
intensive drives for exceptional volume 
resulted. At Saginaw 25 members 
wrote $170,000 in new business in the 
first four days. 

P, O. Works, general agent in St. 
Louis, Penn Mutual, as chairman for 
the week, reported that H. E. Wuerten- 
baecher, Penn Mutual, led in personal 
production the first three days, with 
$131,510, and John Huckstep, Kansas 
City Life, first in number of applications 
with 14, Final winners will be based 
on amount of written business paid for 
within a given period. Complete re- 
sults were not compiled, but on the 
average the business was approximately 
10 percent ahead of 1933. 

_ Approximately $1,500,000 was written 
in Columbus, O. The Columbus agency 
of the Ohio National, J. W. Millholland, 
Manager, was awarded the trophy for 
greatest progress in the campaign, the 
trophy being presented by Gov. White. 
-C. Doyle, president Columbus Asso- 
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, tiation of Life Underwriters, presided 
sire paying tribute to state officials for co- 
wit operation with C. V. Anderson of Cin- 
te President National Association 
ai of Life Underwriters, in securing an 
y insurance law code. Theodore Tange- 
wi man, state director of commerce, was 
Phos i oe written in Ohio 
e week’s drive la 
nS, haat $1,100,000, ve last year was 
Debate Proposal 
to Change Blank 
(CONTINUED FROM PAGE 1) 
such expansion 
: of the mortgage. He 
| po find that in each case it was an 
the ely Conservative procedure. On 
T quae” hand, if there were any 
a em cases, he would be able to 
Y €m down without delay. 


Another point where greater definite- 


Pits 
a the Statement blank might be 
“ ne is in the amount of over- 
pot written off. It may be a 
interest. oo Practice to charge off such 
ovenden _— it is 18 months or more 
18 month nother may charge it off if 
off inter S past due. At least one writes 
a — that is even six months or 
Writes f ue. But for a company that 

Of this item where it is, say 18 
















ing from the statement how much in- 
terest that is overdue but not 18 
months overdue is divided up as to 
length of time past due. 

Also, it may be that interest that is 
not long enough overdue to be charged 
off as a non-admitted asset is taken care 
of by a corresponding increase in the 
contingency reserve, but again, there is 
no way of telling whether or not this 
is the case, with the present statement 
blank. 


Sullivan Seeking 
Big Bad Wolf 


(CONTINUED FROM PAGE 3) 


tions as those Sullivan and his attorney 
brought forward,” said the receiver. “I 
have not forgiven Sullivan, I never will 
forgive him as long as I live, for de- 
stroying the excellent reinsurance con- 
tract negotiated with the Lincoln Na- 
tional Life.” ; 

General Davis for the first time gave 
the real reason why the Lincoln Na- 
tional withdrew from the reinsurance 
plan. He said he might be betraying a 
confidence, but this was a public mat- 
ter and the truth should be known. He 
said Sullivan and his attorney, David 
Stansbury, warned the Lincoln National 
that if it got the contract the next 
step would be a public hearing on its 
assets. The Lincoln National thereupon 
withdrew. Its officials assured General 
Davis its assets were all right and it 
could prove it, but in the situation then 
prevailing no insurance company and no 
bank could stand a public investigation 
of its assets. General Davis recalled to 
the committee that this was in Febru- 
ary, 1933, just about the time of the 
Michigan bank moratorium and just 
prior to the national moratorium. Davis 
said there were 13 bids and Sullivan at- 
tacked 12 of them. He said Sullivan 
worked for one of the bidders. He said 
he had not been able to believe in Sul- 
livan’s sincerity. 

It was the contention of General 
Davis that if the Lincoln National deal 
had been allowed to go through the 
policyholders would have been taken 
care of on a fair basis and the long de- 
terioration of the Illinois Life that took 
place before the final reinsurance would 
have been avoided. 





Great Day for Sullivan 


The Illinois Life day before the com- 
mittee was a great one for Mr. Sullivan. 
He was chief witness and also chief 
inquisitor. Sullivan is a large man, 
while George Lavin, attorney for the 
committee, is not. Lavin did not ac- 
tually sit on Sullivan’s knee, but they 
sat so close that a similar effect was 
produced. Sullivan would bzzz bz bz 
and Lavin would bark out his questions. 
If Lavin was not sincerely convinced 
that the insurance witnesses were 
crooks, trying to lie to the committee, 
he is a great actor. When Director of 
Insurance Ernest Palmer of Illinois was 
on the stand he remarked two or three 
times that the questions were silly. 
“You seem to think all my questions 
are silly,’ said Lavin. “I certainly do,” 
retorted Palmer. ‘There is no argu- 
ment on that.” 

The questioning of witnesses except 
Sullivan was mainly on the reinsurance 
contract between the receiver and the 
Central Life of Iowa. There seemed to 
be a vague idea that there was some- 
thing wrong with it. One of the prin- 
cipal evidences of crime was that it was 
announced to the policyholders as a re- 
insurance contract, it being the Sul- 
livan-Lavin contention that it was only 
a management contract. General Davis 
agreed it was mainly a management 
contract and then the problem was to 
demonstrate the crookedness of an- 
nouncing it to the policyholders as re- 
insurance. 

Something sinister was found in the 
fact that Director Palmer had given the 
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policyholders expressing approval of the 
reinsurance. 

This crime, however, was dwarfed in 
the Sullivan-Lavin viewpoint by the 
fact that the Central Life, instead of 
paying to the receiver a sum sufficient 
to cover the receivership costs and the 
claims of those who were not covered 
by the reinsurance, had merely left 
about $1,200,000 in cash in his hands, a 
sum considerably in excess of all claims 
against the receiver. 

The members of the committee evi- 
dently felt perfectly competent, under 
the guidance of Mr. Sullivan and with 
a few minutes consideration, to judge 
the merits of the reinsurance contract. 
One of the committeemen had possibly 
been solicited sometime by a_ sharp- 
shooter for life insurance, because his 
efforts were mainly devoted to getting 
the percentage of solvency of the Cen- 
tral Life of Iowa. Witness after wit- 
ness professed to know nothing of any 
such figure in official reports, and the 
member got comfort only from Mr. Sul- 
livan, who assured him he was right. 
The other committeemen were not so 
well versed on insurance, although they 
were ready to smell a mouse in the deal. 

The committee, frankly gunning for 
Judge Wilkerson, thought it had caught 
the mare on the nest. A few vigorous 
swipes of common sense by General 
Davis scattered the horsefeathers. 





Application of the Annuity Life of Los 
Angeles for license was rejected by the 
California department because of the 
non-liquid form of the securities sub- 
mitted for its deposit. 


V 


They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we’d get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
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Boston Congress 
Brilliant Affair 


(CONTINUED FROM PAGE 1) 


fails to get the prospect’s policies for 
audit, and as a last resort to get only 
the prospect’s life insurance picture. 

To an old policyholder, Mr. Riehle 
might say, “Jack, isn’t it about time you 
were checked up physically? I am going 
to send out our medical appraiser about 
3 o'clock to O. K. you.” Assume con- 
sent, he concluded, using an ear attach- 
ment that can not hear “no” until ut- 
tered the eighth time and does hear 
“ves” when it is not uttered at all. 





Benefits of Early Examination 

Another believer in trying first for the 
medical examination was T Scott 
of the Penn Mutual in Philadelphia. He 
cited as good reasons the ease of get- 
ting examinations, elimination of im- 
paired risks before much selling time 
has been used, the opening for forcing 
an immediate decision after the examina- 
tion, the placing of the prospect in the 
usual agent’s position of expecting to 
hear the results, elimination of competi- 
tion, the fact that this method of selling 
is a new experience for some people. 

Mr. Scott also told about some of his 
descriptive phrases, widow’s salary, liq- 
uidating estates, arranging legacy trust, 
guaranteeing fulfillment of stock pur- 
chase plans, mother’s time and care pro- 
tection, mortgage satisfaction plan, keep- 
ing family together suggestion. As a 
measure of time control, he advised each 
salesman to ask himself, “Are you work- 
ing as hard as you would require an- 
other to work for you drawing your 
income as a salary?” 


North Makes Suggestions 


H. E. North, vice-president Metro- 
politan, in charge of its educational pro- 
gram for agents, agreed that an agent 
should know what life insurance is and 
does and then listen to his prospect in 
order to picture life insurance in terms 
of the latter’s interests and wants, but 
he was emphatic in declaring that the 
medical examination method was not 
suitable for the great mass of agents 
who write about $100,000 or less an- 
nually. For them and the 98 percent 
of the population earning less than 
$5,000 a year, he advocated careful, pa- 
tient explanation, closing to the point 
of the signed application and the col- 
lection of the first premium before the 
examination. He said the average agent 
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lacks the capability to use the methods 
of the top-notchers, nor would those 
methods operate as successfully with 
many of their buyers. Mr. North also 
questioned the wisdom of specializing 
upon any one type of contract. 

Before launchine into his principal 
subject, Mr. North reported that the 
outstanding fact about Financial Inde- 
pendence Week was the cooperative ef- 
fort of the companies, portending more 
extensive cooperation in the future. He 
told how the Roosevelt letter was is- 
sued largely through: the efforts of 
James Roosevelt, a life underwriter of 
3oston. 

The same approach of Financial In- 
dependence Week resulted in greater 
production than usual in the New York 
agency of Ives & Myrick, reported 
Julian S. Myrick, manager there. Mr. 
Myrick reviewed briefly the address 
which he gave before the New York 
Sales Congress earlier this month and 
urged greater concentration on conser- 
vation. 

B. C. Forbes, editor “Forbes Maga- 
zine,’ closed the day’s session with the 
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prediction that if the government haf 
way succeeded in curbing wild actig, 
and in acting rationally and sanely, the 
an era of prosperity was clearly aheaj 
S. D. Weissman, president of the Bo. 
ton association, presided at the mom. 
ing session and C. C. Gilman in th 
afternoon. 

Andrew Murphy, manager metropol. 
tan, Quincy, chairman of the congres 
committee spoke briefly. He praised th 
work of Executive Secretary A, } 
Lythgoe. 

The banquet brought to the speaker’ 
table a long line up of notables. Among 
them were Insurance Commissioner 
Heltzen of Rhode Island, Dunham 6 
Connecticut, Brown of Massachusetts 
and Van Schaick, New York; Presidents 
Walton Crocker of the John Hancock 
George Smith of the New England My. 
tual, Herbert Edgerton of the Boston 
Mutual and S. B. Phillips of the Union 
Mutual; Vice-presidents C. G. Taylor 
and H. E. North of the Metropolitan 
and Harrison Amber of the Berkshire, 
The speakers were Messrs. Gilman, 
Brown and Van Schaick. 








NEWS OF THE FRATERNALS 





Pennsylvania Deadline Near 





Department Announces It Is Unable to 
Modify Requirement for 100 Percent 
Solvency by April 26 





The deadline for fraternal societies in 
Pennsylvania set up by an amendment 
to the fraternal act, passed April 26, 
1929, requiring all fraternal societies to 
become 100 percent solvent within five 
years from date of passage of the act, 
is fast approaching. The final date for 
compliance with the act is April 26, 


W. L. Nuschke, chief of the division 
oi companies of the Pennsylvania in- 
surance department, announces that the 
department is not able to modify this 
requirement or date, since both are 
statutory, and all societies must com- 
ply with the amendment by the time 
set. 

? Provision for Contribution 

One of the provisions to be met is 
that by-laws of all societies must pro- 
vide that if stated periodical contribu- 
tions of members are insufficient to pay 
all matured claims in full and provide 
for payment of its benefit fund obliga- 
tions, valued upon a valuation by one of 
the standards authorized in another sec- 
tion of the act, and for creation and 
maintenance of funds required by its 
laws, members shall be grouped accord- 
ing to adequacy of rates they are pay- 
ing; additional or increased rates or 
contributions shall be collected from 
members to meet such deficiency, or 
each certificate shall be charged with 
its proportion of any deficiency dis-. 
closed by the valuation methods pre- 


| scribed, with lawful interest thereon. 


Another provision of the amendment 
is that every society shall annually on 
or before March 1 file with the com- 
missioner in prescribed form a_ state- 
ment for the last preceding calendar 
year with condition and standing on 
that date. 


Requires Annual Reports 


Societies must report annually the 
valuation of their benefit fund obliga- 
tions in force on the preceding Dec. 31. 
Several optional methods are outlined. 
The charge for cost of insurance may 
be according to actual experience of a 
society as applied to a table of mortality 
recognized by Pennsylvania law and 
must take into consideration amount at 
risk during each year, which shall be 
the amount payable at death less credit 
to the member. Unless specifically pro- 


vided in the constitution and by-laws 
of a society, no charge shall be carried 
forward from the: first valuation and | 





specified against any member for any 





past share of losses exceeding the con- 
tribution and credit. 


President De E. Bradshaw 
of Woodmen on Big Circuit 


De E. Bradshaw, president Woodmen 
of the World, will be guest of honor at 
a Woodmen all-day celebration in Little 
Rock, Ark., March 31. He first became 
an official of the organization there 2% 
years ago. 

President Bradshaw started March 22 
for a swing around the southwest where 
the membership is heaviest, and _ has 
been entertained by field men and state 
officers at banquets and other affairs in 
seven states, starting off at Kansas City. 
The Woodmen is staging a president's 
month drive for March that will prob- 
ably result in the largest month’s bus- 
ness in its history, the mid-month totals 
showing an increase above the quota set 
for that period. 


Judge Karel Is Honored at 
Gathering in Madison, Wis. 


Judge J. C. Karel of Milwaukee, 
president Equitable Reserve Association 
of Neenah, Wis., and vice-president Na- 
tional Fraternal Congress, was guest of 
honor at a “Karel Night’ program 
sponsored by Madison assembly 58 0! 
the Equitable Reserve. Many members, 
friends and delegations from Milwaukee 
and other cities attended. Judge Karel 
reminisced. He was presented a smoke- 
stand on behalf of the assembly by L. 
B. Stephens, president. N. J. Williams, 
Neenah, vice-president Equitable Re 
serve, was a guest. He has been ass0- 
ciated with the society 29 years. 


Campaign for President 


A total of 1,019 applications for $770- 
500 insurance was written in January 1 
honor of President R. L. Holloway ° 
the Gleaners, Detroit, this being desig 
nated “President’s month.” There were 
675 adult applications written for $613- 
000 insurance and 344 juveniles for $157, 
500. The total represented $280,000 m 
crease over January, 1933. 




















Elie Vezina in South 


Elie Vezina, secretary general of the 
Union of St. John the Baptist in W = 
socket, R. I., is spending a few wee Aan 
the south. Mr. Vezina is the acti 


executive in this fraternal of pen 
members among the French popula st 
particularly in New England. _ es 


only active in fraternal circles, 
been active in civic affairs. 
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SALES IDEAS AND SUGGESTIONS 








‘Reservoir’ Prospecting Is Built 
Up Around Change-of-Age File; 
Furnishes Automatic Work-Plan 


NEW YORK, March 29.—Instead of 
wondering whom he is going to see or 
where he is going to go or what he 
shall do, the agent reaches into his card 
index, turns to today’s date, pulls out 
a bunch of cards, more than enough to 
keep him busy all day, and with all the 
names routed intelligently by locality. 
He puts the cards in his pocket and 
starts out, knowing what he is going 
to do all that day. At the end of the 
day, even if he hasn’t made a sale he 
knows he has done the sort of work that 
insures results if persisted in. 

That is how the system of work-plan- 
ning and prospecting evolved by W. H. 
Bender, Jr., manager in New York 
City of the Equitable Life of New York, 
operates in practice. It has worked 
with remarkable success in his agency. 
Milton Herzberg, one of the Equitable’s 
outstanding unit managers, has more re- 
cently introduced it at the Weiller (New 
York City) agency, and is enthusiastic 
about its workings and its possibilities. 
A very valuable feature from a man- 
agement point of view is that by looking 
over an agent’s cards kept under this 
plan, the manager can tell instantly 
what is wrong with the agent’s work. It 
makes it unnecessary to indulge in the 
“nagging” type of supervision that is 
sometimes resorted to in desperation. 


Fundamentally Based on 
Change of Age 


Mr. Bender’s system is based funda- 
mentally on a change of age file. Com- 
mon knowledge and more recently sys- 
tematic research have shown that far 
more insurance is sold just prior to 
age change than at any other time. 
However, there is much more to the 
system than there is to the usual change 
of age file. 

“The agent’s prospect card file con- 
stitute his entire stock in trade,” Mr. 
Bender pointed out. “For the agent 
who has been in business from two to 
eight years, say, these cards will consist 
of (1) sales; (2) sales which have 
lapsed; (3) prospects or suspects; and 
(4) “throw-outs,” which have been kept 
although they are not even in the sus- 
pect class. 

“Suppose the city of New York had 
only a limited supply of water in its 
reservoirs. It wouldn’t allow citizens to 
use it all up the first month, but would 
distribute the year’s supply throughout 
the year. And they wouldn’t allow you 
touse your whole month’s supply in the 





first few days, either. It’s the same 
problem with prospecting. 

“The agent starting this system di- 
vides all his prospects, sales and lapses 
into 12 months, according to age- 
change, using a January to December 
index. He can do this, as he should 
have the birthdate of all in his file ex- 
cept the suspects and throw-outs. But 
he finds that he hasn’t anywhere near 
enough people to call on to run him a 
whole month, probably only about 
enough for a good week’s work. 

“He distributes the age-change cards 
for the coming month in a division 
which is subdivided for each day of 
the month using a one to 31 index. Then 
he runs through his ‘suspect’ cards and 
distributes them through the daily sub- 
divisions according to their geographical 
nearness to the people he is going to 
call on anyway, which are set to come 
up 10 days to two weeks before the 
actual age-change. 


Suspects Classified as 
Prospects or Throw-outs 


“At the end of the day’s calling, the 
suspects that have been seen can 
be classified as either prospects or 
throw-outs, and their cards put in the 
proper age-change division or else 
thrown out. 

Continuing the water-supply analogy, 
Mr. Bender said that there are, under 
this system, two reservoirs, one of pros- 





pects, the other of suspects. The cards 
show clearly the extent to which the 
agent needs to keep his suspect reser- 
voir filled with likely material if he is 
going to have enough people to call on 
every day. The suspect cards are filed 
in an A to Z index. 

To do this, Mr. Bender urges follow- 
ing the “money wind,” in other words 
keeping alert for information on those 
lines of business which are doing bet- 
ter. The financial pages of newspapers 
can be used to good effect. If a busi- 
ness is reported as enjoying an increase 
in volume or doing better on dividends, 
it is likely that men in that firm will 
have ceased to worry about salary cuts 
and be more in the mood to buy the 
insurance they know ‘they should have. 


Makes Average Agent 
Operate Like Outstanding 


The system has the particular merit 
of making the average agent do con- 
sciously what the outstanding producer 
does unconsciously, Unit Manager 
Herzberg has found in the brief time 
since he introduced it in his office. 

“If a manager were to call an agent 
in and tell him that he had so many 
appointments for the: day, giving the 
name of the prospect, and the time and 
place, the agent would certainly be on 
hand to keep the appointments,’ Mr. 
Herzberg said. “This system enables 
the agent to do that for himself, and 
Overcomes his natural inertia in this 
respect. I believe that success in this 
business is not so much due to out- 
standing qualities as to a willingness to 
do the things necessary to success. The 
million dollar producer does them un- 
consciously. This method makes the 
ordinary agent do the same things, only 
deliberately.” 








Leaders at Seattle Congress 








SEATTLE, March 29.—Marked by 
the attendance of Governor C. B. Mar- 
tin, 387 life men met her for the an- 
nual all-state sales congress sponsored 
by the Seattle Life Underwriters’ Asso- 
ciation. The congress lasted all day 
and in the evening outstanding under- 
writers were honored by the Seattle Life 
Managers Club at a banquet. 

Governor Martin paid a tribute to life 
insurance and discussed its broad as- 
pects. E. B. McNaughton, president 
First National Bank, Portland, Ore., 
spoke on the “Stability of Life Insur- 
ance.” He compared life insurance to 
a huge bridge in respect to soundness, 
fundamental construction and_ service. 
The recent moratoriums, he declared, 
were simply protection of life insurance 
just as the huge bridge would be pro- 








tected in the event of the threat of war. 

President W. B. Laney of the Seattle 
association in welcoming the delegates 
said: “In my judgment there is no 
other group of organized salesmen who 
are as generous in sharing their new 
ideas and successful methods with their 
competitors as are the life insurance 
salesmen.” 


First Five Minutes Important 


After the welcome J. P. Mulder, Se- 
attle, manager Mutual Life of New 
York, general chairman of the confer- 
ence, turned the meeting over to Caleb 
W. Baldwin, general agent Connecticut 
Mutual, who was chairman of the morn- 
ing session. R. P. Banks, Denver, gen- 
eral agent Penn Mutual, spoke on “Life 
Insurance Selling—a Business Adven- 





ture.” Lloyd Rawlings, Penn Mutual, 
told of the importance of the “First 
Five Minutes.” “I firmly believe that 
90 percent of the possible sales are 
either lost or made in the first five min- 
utes,” said Mr. Rawlings. “This first 
five minutes before your prospective 
client is not to be considered a debate, 
an oration, a prize fight, or given as a 
phonographic record, but a friendly yet 
masterly discussion about a plan in 
which every man on earth is more or 
less interested. Your pleasant attitude 
will prevent arguments which take up 
so much valuable time and seldom pro- 
duce the desired business. It is far bet- 
ter sales psychology to use simple but 
forceful sales appeals that lead a man 
to sell himself on a plan, than to use 
tactics which impress the prospect as 
being ill-mannered and thereby fail to 
bring about favorable action..” 

A two-interview selling plan was pre- 
sented by Harvey and Scott Cassill of 
the Mutual Benefit Life. Their pres- 
entation was developed upon the idea 
that sales are not often made to a stran- 
ger on the first call. The object is to 
make the prospect’s acquaintance and 
to give him an idea which may be of 
value to him. 

F. L. Cassidy, Prudential, spoke on 
“Why the C. L. U.?” and stressed the 
fact that C. L. U. men are better able to 
serve and sell right. 


Integrity Essential 


“And the greatest of these is integ- 
rity,” was the subject of F. V. Kees- 
ling, vice-president and general counsel 
of the West Coast Life. “The essen- 
tial elements to qualify as a salesman 
are ability, industry and integrity; and 
the greatest of these is integrity. Ac- 
complishment means planning and more 
planning, without regard to time. The 
occupation of the insurance salesman is 
such that he is his own taskmaster. He 
has an individual responsibility and that 
responsibility is primarily to himself.” 

Hugh Bell, general agent Equitable of 
Iowa, was chairman of the afternoon 
session. H. W. Andrews, Provident 
Mutual, Tacoma, told of his personal 
experiences the first year in the busi- 
ness. 

A half hour interview with Alice M. 
Clayton of the Massachusetts Mutual 
Life who has been successful in sell- 
ing retirement annuities to wemen in 
1933 was an interesting feature. Miss 
Clayton uses the chain system for pros- 
pects and works almost entirely with 
policyholders and their friends. About 
87 percent of her policyholders are 
women and she has written about 13 
percent of her business on the single or 
discounted premium basis. 

In answering “Is policyholder’s serv- 
ice the bile or the blood in the life of 
the underwriter?’ H. Quigley, 
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Northern Life, explained his system of 
cultivating policyholders. He usually 
writes at least 50 percent of each year’s 
business on old policyholders. “We are 
making the error of looking for new 
fields all the time and not concentrating 
as we should be,” he said. “Be sure 
that our policyholders get the most for 
their money, in the way of service. Let’s 
write them additional contracts and on 
into the second and third generation. 
We are too concerned about the com- 


petition (real or fancied) with some 
other company, when our actual compe- 
tition is the new automobile, stock mar- 
ket, jewelry, movies, parties, and what 
not 


“The Salary Continuance Plan” was 
explained by T. F. Elwell, Travelers. 
The concluding talk was given by Rev. 
E. A. Fridell, First Baptist Church, on 
“The Place of Emotionalism in the Sale 
of Life Insurance.” It had a strong in- 





spirational appeal. 
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For the second time in the history of 
the Equitable Life of New York in the 
Kansas City territory, a Missouri Val- 
ley unit ranked high among all units in 
the country when George J. Woodward 
led his group at Wichita, Kan., to that 
position in 1933. The unit paid for $2,- 
355,153 on 1,027 cases. Mr. Woodward 
himself paid for $150,000 of business. 

To Mr. Woodward the first qualifica- 
tions of a successful life underwriter are 
enthusiasm and loyalty. It takes those 
to write life insurance in this kind of 
times, and no technical underwriting ac- 
quirements will replace them. The four 
biggest producers in Mr. Woodward's 
unit last year knew the least about life 
insurance from a technical standpoint; 
and the underwriter who made the best 
record did so in a country territory 
where there had not been a crop for 
three years. 


New Agent Must Be 
Loyal to Four Things 


The new agent, whom. Mr. Woodward 
solicits just as he does new life insurance 
business, must be loyal to four things 
before Mr. Woodward will hire him: 
(1) To some kind of a deity, (2) to his 
country, (3) to his family (he must have 
the family spirit), and (4) to his organi- 
zation, to the company for which and 
with which he works. 

“Unless the underwriter believes his 
company the best company in the world 
with which to do business,” Mr. Wood- 
ward comments, “he has no place in the 
business.” 

Enthusiasm is the principal instrument 
which Mr. Woodward places in the 
hands of his men for the sale of life 
insurance. Of this enthusiasm he has a 
great deal himself. He may start out 
slowly in developing a theme to his 
men, but very shortly his inherent en- 
thusiasm for his job as a life insurance 
man begins to show through. 


Must Keep Detailed 
Records of Work 


Closely associated with enthusiasm in 
Mr. Woodward’s mind and method is 
hard work. Hard work is a personal 
habit of life with Mr. Woodward, and 
he insists that the agents work or get 
out—he refuses to fool with them. And 
through records of activities which 
every agent must provide—in detail and 
very frequently during the first three 
months—Mr. Woodward keeps a close 
check on his men and their efforts. His 
men must take all the company educa- 
tional courses. Even before he starts 
the man must indicate to Mr. Wood- 
ward’s satisfaction that he is interested 
in life insurance as a full time job and 
that he is thoroughly equipped to do 
that job with loyalty,.enthusiasm and 
determination. 











Enthusiasm and Hard Work Held 
Essential in Successful Selling by 
Equitable of New York Leader 


wife before hiring a man, because, as he 
says, “the wife is 85 percent of the man.” 
If a man wants to do something for 
himself and his family badly enough, life 
insurance is the best business, because 
he can make more money for the effort 
expended than in any other business. 


Agents Must Carry 
Ample Protection Themselves 


Mr. Woodward sees to it that each 
man carries ample life insurance protec- 
tion for himself. None of his agents 
are in the condition of the cobbler’s 
daughter: they are not selling something 
they don’t themselves have. For in- 
stance, one man did not believe in annui- 
ties. He found out about them, bought 
one, and has been selling them ever 
since successfully. 

Training Mr. Woodward accomplishes 
by joint work until the new underwriter 
feels he can go it alone. Ninety percent 
of Mr. Woodward’s personal business is 
done in the joint manner, and he con- 
stantly is working with someone. Thus 
his men can’t escape work. 

Mr. Woodward takes no chances with 
allowing his men to “ride” on past per- 
formances. For each new campaign Mr. 
Woodward sets up higher quotas and 
goals than his men previously ever at- 
tained. And the surprising thing about 
it is that his men come through. Last 
June, for instance, the unit wrote 234 
applications for $700,000 worth of busi- 
ness. This was the biggest month for 
the unit and for any unit in the agency, 
but the goal of the next campaign will 
be higher. 

As a former football coach, Mr. 
Woodward knows how to handle men 
to get the greatest amount of teamwork 
out of them. He takes no credit for 
himself as a manager except this: he 
knows that he cannot make a record 
unless his men are with him. The men 
with the ratebook do the work, and Mr. 
Woodward's job is to get them in the 
frame of mind where they want to do it. 


Consistent Weekly Producers 


G. H. Shephard of Detroit and J. G. 
Weill of Owensboro, Ky. have been 
made honorary leaders of the Weekly 
Producers Club of the Mutual Benefit 
Life. They have each produced at least 
one application every week for more 
than 20 years and share honorary leader- 
ship in the Weekly Producers Club with 
P. M. West of Detroit, who in August, 
1933, completed more than twenty years 
of. uninterrupted weekly production. 
Both Mr. Shephard and Mr. West are 
members of the Johnston & Clark gen- 
eral agency of the Mutual Benefit in 
Detroit. 








Mr. Woodward always interviews the 


The Columbus Mutual Life has with- 
drawn from California. 


Life Insurance Pictured 
as “Community Builde’ 





COLUMBUS, O., March 29.—T 
average citizen has not made a yf. 
cient study of life insurance structyp 
to realize its contribution to socie 
“not alone through its life underwriting 
contract but by the purchase of many 
types of securities with your dollar ay 
mine, right in our own cities,” Georg 
E. Lackey, general agent Massachuset 
Mutual, speaking on “The Unselfs, 
Community Builder,’ told members ¢ 
the chamber of commerce, bar associ. 
tion, life agents and others, 300 in all, 


Help Develop City, Country 


He said dollars deposited with a life 
company primarily for two distinct pu. 
poses, protection of the family and pro. 
tection against loss of earning power, 
help develop cities and countryside ani 
make for modern, comfortable, converi- 
ent and happy living. He presented, 
table showing the vast amount of 
money invested in bonds and mortgages 
by life companies in the east north cen. 
tral investment area, which includes 
Ohio, Indiana, Illinois, Michigan and 
Wisconsin. He also stressed the heavy 
burden of taxation on life insurance and 
the small percentage actually used for 
insurance supervision. 


National Councillors Will 


Have Insurance Conference 





On May 1-4 there will be a confer- 
ence of national councillors of the U. 
S. Chamber of Commerce in Washing. 
ton, D. C., at which presentation of 
awards for the 1933 inter-chamber fire 
waste and health conservation contests 
will be made. On the afternoon of May 
3 there will be a round-table conference 
dealing with “progress and problems in 
insurance.” President M. J. Cleary of 
the Northwestern Mutual Life will dis- 
cuss life insurance; Secretary J. J. 
Fitzgerald of the Grain Dealers National 
Mutual Fire of Indianapolis will deal 
with fire insurance and Vice-President 
R. J. Sullivan of the Travelers will talk 
on casualty insurance. 
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Continuance 


of Disability 


Court Orders Insurer to Continue to 
Pay Even After Assured Is Re- 
leased from Sanitarium 








In order to continue to receive bene- 
fits under the total and permanent dis- 
ability clause, it is not necessary for 
the assured to show that he has been 
reduced to and remains in a state of ab- 
solute helplessness, but it is sufficient 
if the evidence establishes that he is un- 
able to perform the work in the cus- 
tomary manner of a workman in that 
occupation working for compensation 
and that he is unable to do all of the 
substantial and material acts necessary 
to its prosecution in the customary and 
usual manner and for compensation or 
profit of any kind of business for which 
he was adapted. The term permanent 
disability was not intended to limit lia- 
bility to proof of a disability which must 
of necessity last for the remainder of 
his natural life without any hope or 
possibility of recovery before death. 


Guardian Appointed 


This was the reasoning of the Maine 
supreme judicial court in Plummer vs. 
Metropolitan Life. 

A guardian was appointed for Plum- 
mer in 1929, he being of unsound mind, 
and the Metropolitan paid monthly an- 
nuities until 1932 when it stopped and 
denied liability. 

Physicians testified that Plummer’s 
breakdown was due to a mental shock 
received when his first wife died. Soon 
after his breakdown he began to drink, 
remarried, drove his own automobile and 
worked several weeks in a garage. His 
employment was arranged by his family 
to improve his mental condition, but he 
was found inefficient and discharged. He 
also performed some farm work ineffi- 
ciently, 


Proof Is Sufficient 


A proof of total disability of this de- 
gree of permanency was sufficient. When 
mental condition is the issue to be de- 
cided, the evidence of necessity, must 
include a wide field of fact and circum- 
stance, and greater latitude in the ad- 
mission of testimony must be given than 
would be: permitted in relation to a sin- 
gle fact. 





Dividends Left on Deposit 
Safeguarded from Creditor 





_The application of section 55-A of the 

New York insurance law was involved 
in a decision of the appellate term of 
the supreme court of New York in the 
Industrial Rediscount Corporation vs. 
William Shopper. Shopper owed the 
Industrial Rediscount Corporation $142 
and the creditor secured an order on 
Shopper’s insurance company restrain- 
ing it from making any transfer of 
moneys to which Shopper was entitled 
under the policy. Shopper had left all 
his dividends with the company to ac- 
cumulate. Later he desired to borrow 
on his policy to pay a premium and 
learned of the existence of the court 
order. The company refused to make 
any loan while the order was in effect, 
So Shopper asked the court to vacate 
the order and Justice Noonan of the 
city court of New York granted the mo- 
tion. The creditor appealed to the su- 
Preme court who affirmed the decision. 
In discussing the decision, Albert Hirst, 
counsel for the New York State Under- 
writers Association, said it is important 
to note that the judgment creditor in 
the case made no attempt to reach the 
cash surrender values of the policy 
Which it was apparently admitted were 
not subject to creditors’ claims. 





Allows Doctors’ 


When Assured Calls Physician as Wit- 
ness, He Waives Prohibition Against 
Doctor Disclosing Information 


Testimony 








When an assured calls a physician 
as a witness to testify as to the con- 
dition of the assured’s health, the as- 
sured thereby waived the statutory pro- 
hibition against a physician disclosing 
any information which ‘he acquired in 
attending a patient in a professional ca- 
pacity and the insurer is thereby per- 
mitted to call a physician to describe 
the assured’s physical condition. This 
was the decision of the New York court 
7 in Steinberg vs. New York 

ife. 


Steinberg carried policies with dis- 
ability benefit. In ‘his application he 
said he had never consulted a physician 
for any ailment of the lungs. Steinberg 
sought disability benefits. The New 
York Life contended Steinberg had been 
treated for tuberculosis before the time 
of the application. 


Steinberg Calls Physician 


At the trial, Steinberg called as a wit- 
ness a physician who had examined him 
for the first time on the dav of the trial. 
He testified Steinberg was then suffer- 
ing from moderately advanced active 
pulmonary tuberculosis and expressed 
the belief he had suffered from that dis- 
ease since Jan. 1, 1392, seven months 
before the trial. 

The New York Life called two phy- 
sicians, each of whom testified that prior 
to December, 1928, Steinberg had con- 
sulted him in a professional capacity 
and that on those occasions he was sick. 
The doctors were not permitted to tes- 
tify that he was suffering from any ail- 
ment or to state from what he was suf- 
fering, the court sustaining an objection 
to any other testimony under section 352 
of the civil practice act, “A person duly 
authorized to practice physics or sur- 
gery or a professional or registered 
nurse, shall not be allowed to disclose 
any information which he acquired in 
attending a patient in a professional ca- 
pacity and which was necessary to en- 
able him to act in that capacity.” 

The New York court of appeals ‘held 
that the privilege is personal to the pa- 
tient and may be waived by him upon 
the trial of an action in open court. 
When Steinberg called a physician as a 
witness who testified that for at least 
seven months Steinberg ‘had been suf- 
fering from active pulmonary tubercu- 
losis, Steinberg exposed his condition to 
the public and disclosed the secret which 


the statute was enacted to protect and 
keep secret. By his own act he re- 
moved the prohibition of the statute and 
waived upon the trial the protection 
which it afforded him. 

Pulmonary tuberculosis is a progres- 
sive disease. Steinberg may or may not 
have suffered from it at the time he 
signed the application. That was the 
issue in the case and in fairness to the 
New York Life, it was entitled to have 
received the testimony of the doctors 
who examined him before the applica- 
tion was signed. Judgment for Stein- 
berg was reversed and a new trial 
granted. 


Husband’s Employer Is Liable 


Wife of Metropolitan Life Agent Col- 
lects for Injury While Riding in 
Husband’s Car 











The Ohio court of appeals has af- 
firmed judgment in an action brought 
by a wife, who was injured by the al- 
leged negligence of her husband while 
acting for his employer and within the 
scope of his employment. The employer 
in this case was the Metropolitan Life. 
Mrs. Huff brought the action. 

Mrs. Huff was riding with her hus- 
band in his automobile and was injured 
in a collision. The Metropolitan Life 
asked the court to charge the jury that 
Mrs. Huff, at the time she entered her 
husband’s car, was a trespasser, insofar 
as the Metropol.tan’s rights are con- 
cerned. 

There was evidence that the assist- 
ant district manager of the Metropoli- 
tan, who had authority to supervise Mr. 
Huff’s accounts and directed him in his 
duties, was present at various times that 
Mrs. Huff was with her husband in the 
automobile, that the assistant manager 
‘encouraged Mrs. Huff to ride with her 
husband so that he would be induced to 
do more night work. f 

The court of appeals held that the evi- 
dence establishes that the Metropolitan 
consented to Mrs. Huff’s riding in the 
automobile as a guest of her husband 
and might justify the inference that her 
going with her husband was in further- 
ance of the business of the Metropoli- 
tan. 

The Metropolitan urged that, as pub- 
lic policy forbids a wife from suing her 
husband in a case like this, it should 
be determined against public policy to 
permit the wife to sue her husband’s 
employer. No legislative enactment or 
court decision on constitutional provi- 
sion in Ohio indicates any such public 





policy, the court held. 








Ruling on False Statements 








The Tennessee court of appeals has 
allowed recovery under a life policy, al- 
though the assured had consulted a 
physician for kidney, bladder and pros- 
tate trouble one year before making ap- 
plication, but had answered “No” to the 
question in the application: “Have you 
now or have you ever had any diseases 
of heart, lungs, stomach or kidneys, or 
any other disease or injury?” The physi- 
cian, whom the assured consulted, was 
the examiner for the insurance company. 
The case was Inter-State Life & Acci- 
dent vs. Potter. 

The higher court held there was sub- 
stantial evidence upon which the lower 
court could base its conclusion that the 
assured was in good health when the 
application was made and when the poli- 
cies were delivered. His diseases of kid- 
ney, bladder and prostate were mild and 
they yielded to treatment. There was 
no evidence that they arose again. It 
may be inferred that he and the exam- 








ining physician considered those previous 
troubles as mild, cured and having no 
‘bearing upon his general health and con- 
tinuance of life. 

Such misrepresentation would be ma- 
terial if it would naturally and reason- 
ably influence the insurer and induce it 
to decline the application. False state- 
ments of the applicant for insurance that 
he has never had any serious illness or 
that he has not had certain diseases, will 
not forfeit the policy or render it void, 
unless the diseases with which he was 
afflictd were permanent, habitual and 
constitutional afflictions, indicating some 
vice in his constitution and having some 
bearing on his general health and con- 
tinuance of life; for false answers as to 
mere temporary ailments that are cur- 
able and pass away will not suffice to 
void the policy. 

Knowledge of a local physician acting 
for the insurer is the knowledge of his 
principal, but the evidence is not suffi- 








Question of Forfeiture by 
Company Is Court Issue 








In Harman vs. Bankers Reserve Life, 
the South Carolina supreme court takes 
up a question of waiver by the com- 
pany. The company on Nov. 6, 1928, in- 
sured W. D. Harman for $2,500, his 
wife being beneficiary. About two weeks 
before it had insured the lives of three 
of the Harman minor children. As Har- 
man could not pay the second premium 
on any of the policies, the company 
agreed about Dec. 4, 1929, to accept his 
note, executed as of Oct. 30, 1929, for 
$152.03, being the amount of the total 
premiums, $149.05, due on four policies 
plus $2.98 interest. 

Payable in Four Months 


The note was payable four months 
after date and stated that it was given 
in payment of the annual premium on 
all the policies: The benefits would be 
forfeited if the note was not paid at 
maturity. Neither the note nor the sec- 
ond premium were paid. Harman died 
May 29, 1930, and the plaintiff sued to 
collect the insurance on the deceased’s 
life. The trial judge denied the com- 
pany’s motion for a directed verdict on 
the ground that there was some evi- 
dence of waiver of the forfeiture 
claimed, which made a question for the 
jury. The company after Feb. 28, the 
agreed due date of the note, and before 
and after the death of the assured on 
May 29, wrote him a number of letters 
in regard to the insurance: The deci- 
sion of the question of waiver turned 
on the meaning of the language used 
in these letters, which the court below 
held to be ambiguous. In his charge 
the judge told the jury that if the com- 
pany, although the insurance had 
lapsed, went ahead and demanded of 
Harman payment of premium sufficient 
to carry his policy to June 7, then it 
waived the forfeiture insofar as that 
policy was concerned. 


Verdict for Plaintiff 


A verdict was rendered in favor of 
the plaintiff for the whole amount and 
the company appealed. The company 
contends that when the’ portions of the 
letters asking the assured to send it 
$49.68 to cover “the period we carried 
the risk on your life before your policy 
lapsed,” are considered with other parts 
of the letters, the conclusion is inesca- 
pable that the company referred to one- 
third of the second premium owing it 
on the four policies, such portion of 
the premium being meant to cover the 
time from Oct. 30, 1929, to Feb. 28, 
1930, and that the company had actually 
carried. the. policies for which it had 
received nothing. The position of the 
plaintiff was that, as the amount of the 
premium on the life of Harman himself 
was $85.90, which would be about $7 
per month, it is evident that $49.68, 
which the company demanded, was in- 
tended by it to cover the period of about 
seven months from Nov. 8, 1929, during 
which it had kept alive Harman’s pol- 


icy. 

The higher court held that the trial 
court committed no error in submitting 
to the jury the question of waiver by 
the defendant of the alleged forfeiture. 
Judgment for the assured therefore was 
affirmed. 








cient to justify the inference that the 
knowledge of the physician previously 
acquired as a personal physician was in 
his mind when he examined the assured 
and therefore the claim of estoppel can- 
not be sustained.. As the charge of 
fraudulent representatidri was one that 
involved moral wrong, it was not error 
to admit testimony as to the good char- 
acter of the assured. 
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THREE QuARTERS OF A CENTURY OF PROGRESS AND PUBLIC SERVICE 


BACKGROUND: Seventy-five Years of trusteeship and service to millions of policyholders and 
beneficiaries. 


PERFORMANCE: Three Billions in policy benefits paid out since organization. 


PUBLIC CONFIDENCE: Six Billions of Insurance in force protecting about 1,900,000 lives. 
Upwards of 140,000 Annuity contracts providing income payments aggregating $75,000,000 annually. 





OFFERINGS: Policies that meet every Life Insurance 


need and purpose. G R O W T H 










































































































































































A wide variety of Life Annuity, Refund Annuity and ADMITTED ASSETS 
Retirement Annuities for individuals. Group Life In- sinmdamecereae 
surance, Group Accident and Health Insurance, Group wal 
Annuities and Salary Savings Insurance for Employees. * "|G 
SECURITY: An institution owning a Billion and a half 1,300 INSURANCE IN FORCE i 
of conservative investments, diversified in character and 1,200 | saonaznest = 
widely distributed geographically, benefiting every State 1,100 [4 simeeemml * 
throughout the Nation. vane Se 
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REPRESENTATION: A nation-wide agency organiza- 
tion of trained underwriters, and with branch offices in o00 
every large city. 700 

600 
FOUNDATION: An Institution built on sound mathe- 
matical principles. 7 

= Panic 
STABILITY: Tested by wars, financial panics, epi- 300 93 
demics and economic upheavals. During the past three 200 bss pe 
years The Equitable has again demonstrated its great’ oe ton 
bili ° ° ° 

ability to perform and live up to its motto— j bat bt tal | tb 
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